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The Direct Truth Returns 


HERE never was a greater need for simplicity, 
We are finding that the 
froth of words and statements has become tire- 


sincerity and directness. 


some to the eyes and ears of public. 

‘red Gannon writes us that the retail shoe men are 
puzzled over the response of the public mind to the 
printed word. The public is dead 
gatit 
ette ads are hurting general advertising for, in searching 


set against extrava- 
statements. One merchant told him “that cigar- 
for something new and different, they have violated the 
first principles of common sense. This new public of 
ours is censoring advertising most keenly. 

Which reminds us of the old Italian shoemaker in an 
East Boston factory, who invariably found the simple 
and direct way of working out a new pattern. The man 
was a most invaluable operator in the plant because his 
method of doing things was the shortest distance between 
the work on the bench and the finished shoe. The very 
wise manufacturer made it a point to study the old 
Italian’s method of handling the job and then multiplied 
that method in the work of the rest of the people in 
that department. (ne day the manufacturer, in a teas- 
ing mood said: ‘Tony, you didn’t work all night, did 
you?” 

The Italian burst into a rage, yelling: 
me with the front of the head. 


“You spik to 
You tella me straight 
for I did work all night and I found out how to do it. 
When you spik with the back of the head, I no under- 
stand.” 

The public is thinking with the front of the head. It 
cannot that “The 
exotic beauty of this pattern transcends all other crea- 
That's back of the head stuff 
Put your message over straight and the public gets a 


understand an advertisement says: 


tions.” way-back piffle. 


straight meaning—that you have the right shoe in the 
The 


Men in business want a 


right color for the right price. Learn to be direct. 
practical is always the direct. 
clear picture. 

Some of us in the shoe trade know that over 50 per 
cent of the shoe business in pairs is in the hands of ten 


large firms. Some of us know that they play a game 


of buying and selling that cannot be made applicable to 
the 1520 smaller manufacturing concerns. Some of us 
know that two hundred shoe companies closed their 
plants the last eight months because the game was too 
fast for them and they didn’t have enough money and 
Of the 361,402,183 pairs of shoes 


made in the United States during 1929, 55,507,129 pairs 


reserves to hold on. 


were made by one company—over 15 per cent of the 
total pre «duction. 

These are straight “front-of-the-head” facts. They 
show unmistakably that these few manufacturers have a 
There are at 


knowledge of what the public wants 


present thin spots in their volume. They are having a 


real problem now to maintain their pace. But they are 
to be commended for their ability to operate in a large 
Invariably their statements and advertising and 
They 


squeezed out wastes and eliminated exaggerations 


way. 


utterances are direct and to the point. have 


UT size alone is not the only measure of success. 

There are dozens of small manufacturers who, in 
proportion to their production, are equally successful. 
Invariably it is a success that is earned by knowing what 
the public wants, because the merchants who buy from 
them make their selections with a definite public desire 
in mind. Facts are real things and when known lead to 
profits that are real. 

Never was good business cleaner. There are plenty 
of traders, sharpshooters and opportunists in the game 
but today the real, substantial organization at retailing 
and manufacturing is operating close to the line of 
business fact and sales energy. In the same direct and 
sincere way these shoes are being sold to the public, for 
we have indeed reached a time when the public knows 
The 


of the head in expression, the frank facing of facts, lead 


what it wants and will take nothing clse. front 


to business that lives because it deserves to continue. 


VEL 





Boston Gets the Break 


Shoe’ Trade Snaps into Buying Mood at Big New England Fair 


Mi aking time is over. 


Buying time is here. Boston starts a definite momentum 


toward better business at retail. Orders placed at the 


Boston Fair indicate a national need for fall types of 


shoes. I¢vidences of actual buying indicate a desire on 


the part of the trade to open its fall season early. There 


is a temper to get started fallward. 


The presence of many small merchants who have had 


excellent summer shoe selling and _ report 
shortage of fall types of shoes in store 
stocks indicates that Boston gets the break 
and from now on the movement is forward 
and upward. Shoes represent good values 
and the best for the money in years. The 
noticeable addition of new blood in the shoe 
industry plus the presence of all the old 
timers indicates the significance of the 
present movement, which is 
definitely forward. 
The net result, therefore, of 
the eleventh annual Boston Shoe 
and Leather Fair will be an 
immediate and marked increase 
in factory production, giving 
assurance of well stocked 
shelves for the early fall open- 
ings. 
New England’s annual shoe 
show broke the _ registration 
record of last year and had at 
least 15 per cent more exhibitors 
than any of the last three shows. 
It was a remarkable demonstra- 
tion of coopeftative effort. The 
floors of the Hotel Statler. 
which in years past had proved 
adequate for sample room pur- 
poses, were all taken before 
July 1 and as early as June 27 
the officials in charge of the 
fair served notice that no more 
sleeping rooms were available. 
The first day of the fair, 
Monday, having been dedicated 
to the entertainment of mem- 
bers of the trade, official activi- 
ties in the Statler did not get 
under way until Tuesday morn- 
ing, reaching a climax in the 
afternoon with the first show- 


notice 


able 


ing of shoes on the runway before a vast audien 
In recognition of the fact that Massachusetts 1 
year is celebrating its 300th anniversary, the sli 
opened with a series of four well worked out tablea 
the landing of Thomas Beard, who introduced the s] 
industry into New England; the interior of one of 
new famous ten-foot shops, representing New Englai 
first industrial venture; the invention of the sew 
machine by Elias Howe, marking the beginning of 
machine age in shoemaking, and the inte: 
of a modern shoe factory with its wealth 
labor saving machinery. 

Then followed an intensely practical st 
revue in which footwear for morning, aft 
noon and evening were displayed by mod 
garbed for the occasion by William Filen 
Sons Co., of Boston. Dresses, ensemb| 
coats, furs, jewelry, accessories and e\ 

the hairdressing and c: 
metics came from this w 
known apparel store. 

In all there were fo 
showings on the runw: 
playing to capacity au 


ences. Each show opet 


Wig. with two smart mod 


The correct en- 
semble for Fall 
was featured in 

runway revue 
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wearing riding habits—black boots and brown jodphurs were featured. 

The morning types were strictly walking, semi-sports, many of them 
showing 14/8 cuban heels in smart welts and tie effects. Pullovers were 
submitted to Filene’s and then dresses were chosen, and made up while 


the shoe was being finished in the factories, to assure correctness of color 


and dress. 

he afternoon types, about twenty-one in number, included oxfords, 
straps, pumps, two-eyelets and step-ins of black kid, blue kid, green lizard, 
n suede, brown suede, black calf, patent, brown crepe, wine kid and 
binations. There was a two-strap buckled novelty oxford and some 
pump lines. 
he evening group included dyeable crepes, satins and brocades, with 
ate ornamentation. 
iguring colors by percentages, blacks ran browns a close second, green 


ng third place, with some attention to wines. 


Tie outstanding sports numbers 
uded brown suede with baby alligator trim, featuring the walking shoe 
s. and the Russian calfs in medium welts and with solid leather heels. 

re was also a semi-orthopedic tie—the business girls’ oxford—with a 
up throat which attracted much attention. 

(he setting was of a large picture frame in buff and gold, with an elevated 
runway, especially illuminated to accent the shoes. The entire fashion fea- 

was in charge of Miss Molly Hurley. 

‘oticeable in the buying was the demand for the simpler types of foot- 

elaborate patterning being little in evidence either on the runway or 
the sample rooms. 

(he visiting shoe man who could find nothing to his liking in the varied 
entertainment offered him must have been afflicted with some rare infirmity. 
There was golf and a dinner at the Woodland Golf Club in Auburndale 
on Monday; a boat ride down the harbor, ending at Pemberton with a pro- 
gram of sports and a shore dinner. The women were taken to Plymouth 
for an outing on Tuesday and on shopping trips on Wednesday, the closing 
dav of the fair. 

boston’s Tercentenary celebration suggested an interesting innovation 
in the women’s end of the entertainment, in charge of a committee which 
consisted of Mrs. Charles T. Heald, honorary chairman; Miss Helen M. 
Haney, executive chairman; Miss Margaret Monahan, Mrs. Charles A. 
Vinal and Mrs. T. F. Anderson. Accompanying the party on the ride to 
I'lvmouth were Dame Boston, impersonated by Miss Constance Nelson in 
Colonial costume, and Priscilla Alden, impersonated by Miss Lena Lord. 
Following the luncheon at the Plymouth Hotel, Miss Nelson told stories 
oi old Colonial days and Miss Lord sang. Shopping tours were arranged 
for Wednesday morning and in the afternoon visiting women were taken 
to the scene of Boston’s famous tea party and had tea in a restaurant on 
T-Wharf. 

[TURN TO PAGE 70, PLEASE| 


TN 


eso) 77 


\ 


\ AOS TON SHO, Wy Some key types in foot- 
P| v \ FAIR, e f wear for fall sketched 


A £99) tty y from the runway at Bos- 

Y SAY ’ 

ae: , ton’s eleventh annual 
fs y/ 5 


Shoe and Leather Fair 


Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, July 12, 











Fall Fashions Seen at the 


Shoes and the Costume Correctly Combined 


EVENING 


To harmonize with this 
white satin evening dress on 
Grecian lines, a white crepe 
Grecian evening sandal with 
gold and silver trim is worn. 
Rhinestone jewelry and white 
gloves complete the en- 
semble. 








STREET 


Street costume featuring 
Burgundy wool crepe dress, 
hat of matching fabric and 
wool sport scarf of three 
harmonizing tones of Bur- 
gundy. Burgundy suede ox- 
fords with kid trim are worn. 
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'€f Boston Fair 


in Colorful Runway Revue 


TRAVEL 


Travel costume consisting of 
sheared panther coat, hat, 
cane and bag, with Capu- 
cine wool crepe dress. The 
coat is lined with Capucine 
wool crepe and the shoes 
are of brown suede and 
lizard. 


TOWN 


Autumn town or street cos- 
tume in black and white, 
including black moire dress, 
black felt hat with white 
visor, white gloves and black 
moire oxford ties, reflecting 
the Fall vogue of black 
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Plain Figures VS. 


Why Try to Play Hunches When a Little 


uessology 


Arithmetic Spells Certainty ? 


Cora Minor, the serious 
minded shoe salesman at Bowman and Son’s, handed 
Charley Bowman a slip of paper which read: 

10 pr. at $10 = $100 
11 pr. at$ 9 = $ 99 

Charley looked the paper over carefully and exclaimed : 
“Right you are, my hoy, right you are! Now just what’s 
the meaning, the deep significance, of this great mathe- 
matical discovery ?” 

“Just this,’ Clyde answered. “According to these 
figures if we reduced our prices 10 per cent, we'd only 
have to sell 10 per cent more pairs to be doing about 
the same total business. It’s a cinch it would be easier 
to sell eleven pairs at $9 than ten pairs at $10. 
had a hunch we’d be making more money if we lowered 


I always 


our prices.” 


“H’m, h’m, make more money by 
lowering prices,” Charley mused. 
“That’s a familiar sounding theory. 
Make more. . . 

“And furthermore,” 


a) 


bs, 
“SS 











” 


Clyde inter 


rupted, “if we sold two more pairs instead of one more, 
our sales would actually increase. Look here!” 
10 pr. at $10 = $100 
12 pr. at $ 9 $108 
Charley stroked the imaginary whiskers on his chin 
and said, “\Wait a minute, Clyde. Don’t forget we have 
to pay for those shoes as well as sell them. Suppose 
those shoes cost $6 a pair. Let’s figure it out on the 
gross profit basis, which at $10 is $4 a pair, but at $9 
is only $3.” 
10 pr. at $4 gross profit $40 
12 pr. at $3 gross profit = $36 
“Not so good, not so good!” he continued. “We sell 
more pairs ... for more money .. . but make less 


profit. That’s no fun. I wonder how many .. . say, 


Clyde, you’ve started something. Let’s go back into 
the office and figure this thing out.” 

Half an hour later they came out to report to old Jim 
sowman. 

“Look here Dad,” Charley announced. “It’s funny 
what a little arithmetic will do. A few minutes ago 
Clyde wanted to increase our profits by lowering prices. 
Now he says we should raise our prices instead.” 

“Look at the chart we made,” he went on. “You'd 
hardly believe it, but if we lower our prices only 5 per 
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ra R o§e 
in Retailing 
: 
| 
By 
MURRAY 
Se 
nore FRENCH 
ihn ma «©60oEhe ANSWER 
have T 
pose 
te ‘20 pairs @ $11.00 — $220.00 making $100.00 gross profit at 45.4% 
t $9 22 pairs @ $10.50 = $231.00 making $100.00 gross profit at 42.9% 
25 pairs @ $10.00 = $250.00 making $100.00 gross profit at 40. % 
29 pairs @ $9.50 $275.50 making $100.00 gross profit at 36.7% 
33 pairs @ $9.00 = $297.00 making $100.00 gross profit at 33.3% 
sell “Using nearest whole numbers. 
less 
say, 
into 
Jim cent, just 5 per cent, mind you, we must increase our customers, our window shoppers, our clerks, and even 
pair sales 16 per cent to make the same gross profit. ourselves immediately think of it as a $10.00 shoe. 
nny That’s all there is to it—it’s worth $10.00, 
ALO “ “But if we had priced that same shoe at $9.00, it 
ces. Mand if we reduce prices would be just as firmly fixed in those same minds that 
10 per cent, we've got to sell 33% per cent more pairs it’s a $9.00 shoe. The price ticket says so-—so that’s all 
u'd to break even. Doesn't seem possible, but it’s so. Twenty there is to it. This is absolutely true within reasonabl 
per five pairs at $10.00 produce $100.00 gross profit, but it limitations.” 
takes 33 pairs at $9.00 to do the same. Selling 8 extra “Then vou don't think people can judge values? 
pairs on top of every 25 is likely to be quite a job. Don’t Clyde asked. 
you think so, Dad?” “Just as well as vou and [ can,” answered his bo 
“Yes, Charley, you're right,” -aid his father. “Dut “And that—-sh, sh—--is much less than we would car 
selling that 8 extra pairs of shves isn’t nearly so hard to admit. People judge values mainly by the price 
_ as getting the 8 additional people into the store to sell ticket. That’s only natural, for we all must admit that 
them to. That ts a job. Suppose we reduce our prices in the long run we get just about what we pay for, no 
10 per cent. That doesn’t mean that our competitors’ more, and usually no less either.” 
customers will immediately leave them and come to us. “even admitting we might get those 8 extra customers 
“Here’s a peculiar thing, yet not so strange after all. in,” said Charley, “it’s almost foolish to think we could 
7 When we price a shoe at $10.00, everyone, including ou [TURN TO PAGE O8&, PLEASE] 






What The Answer MEANS 





A 5% reduction in price ($10.00 to $9.50) means a loss of 3.3% in mark up (40% to 
36.7%). To take in the same gross profit ($100.00) you must sell 16% more pairs (25 
to 29) which would mean a 10% increase in dollar sales ($250.00 to $275.50). 


Can you do it on the same expense? 






Think twice, Mr. Retailer, before you say “yes.” 
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Fewer Freaks Salable 


B bge making and showing of samples for fall, 1930, 
is now largely completed among the leading man- 
ufacturers of the United States. Traveling salesmen 
are on the road. Merchants are in the market. Millions 
of pairs are in process of selection. 

A general review of fall samples shows that there 
is very little freakishness to be found. A very large 
proportion of fall samples are not only handsome but 
are practical and sensible in lasts, patterns and mate- 
rials, presenting a happy relief and contrast to the 
outlook two years ago, and a decided improvement over 
the samples of even a year ago. 

Why cannot this satisfactory condition be main- 
tained indefinitely? Why should the trade abandon this 
sane program and dash into the producing of wild 
freakishness ? 

There is no sreason why they should and there is 
every reason, including the all-compelling reason of 
profit why they should not. The main principles of 
fall fashion, as indicated by advance samples from a 
large number of leading style producers are sane, sen- 
sible and profitable. Why not hold the ship on her 
present course instead of flying off at a tangent into 
strange fields full of the icebergs of popular disap- 
proval ? 

The present sensible situation can be maintained 
in just one way: If the shoe trade as a whole will, in 
good faith, endeavor to impress upon the public the 
fact that these fall styles are THE styles; that they 
are what well-dressed people are wearing; that they 
are the correct thing in all particulars—then the 
styles will be accepted and freak and mid-season 
afterthoughts and variations will be ignored. 


We believe that the present display of fall styles i 
based to an unusual extent upon accurate observations 
of the drift of public demand. We believe that a 
larger percentage of styles than ever before are of a 
model and pattern which the public itself has co 
operated in producing. Why not get the full benefit 
of this agreement instead of dashing off and spending 
time and money on something radically different befor: 
the public has half-way tested out or grown tired of 
present styles? 

The RecorperR has been especially industrious this 
summer in securing the highest possible information 
as to present fashion developments and future buying 
prospects. The information comes direct from well- 
informed sources, who know their trade and who keep 
careful watch on tendency and demand. This infor- 
mation has appeared in our columns from time to time 
and it is a class of information which is read with in- 


creasing care by all branches of the trade—by manu 


facturers as well as wholesalers and retailers. It has 
had its influence in the final settlement and crystalliza- 
tion of style tendencies into definite and tangible form, 
in the actual samples which are now built and which 
will be selected by the retail trade during the coming 
months. 

It is to be remembered that freakish styles are more 
apt to change sooner than comparatively conservative 
styles, because the eye naturally tires of an extreme 
sooner than it does of something more moderate. 

There has been a genuine and general effort, we 
fully believe, toward a-most commendable cooperation 
between and among all branches of the trade, including 
the manufacturer, the jobber and the dealer, based upon 
and connected with an intelligent and careful consid- 
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eration of the great third party in any style-forming 
process, namely, the buying public. 


te le 


Aid to Distribution 
DVERTISING is not a charge against production 
at all. It has nothing particularly to do with pro- 
duction. Distribution is the field in which advertising 
works. This is a department of business that requires 
more attention than the other. Anybody can manufac- 
ture fast enough; but can he sell the goods after he 
gets them manufactured? That is the question. As to 
the advertising being a charge even here, that is a 
fallacious idea. 

It works back beneficially toward production in that 
it enables economies by increasing volume of business. 
The firm that advertises and thereby increases its 
business economizes in the distribution department and 
is enabled to economize also in production through 
greater volume.® The whole story of the thing was well 
told in the following: 

“T advertised; I gained thereby new customers, and 
a profit on more goods sold; who paid for my advertis- 
ing? Myself or the other fellow who lost the customers 
| gained? My opinion is the other fellow paid for it.” 

With anybody whose mind is centered on the idea that 
advertising is a charge against production or dis- 
tribution, or both, there is this much to be said to him 
in behalf of business jour- 


participant. It helps to reduce selling costs. 


It is not the only way to advertise. No business 
journal ever claimed that ; but it is a good way to adver- 
tise and a cheap way to advertise. There are concerns 
which do not use that method; but it is to be remem- 
bered that the methods they do use are generally much 
more expensive than any reasonable amount of busi- 
ness journal advertising possibly could be, and that if 
there is anything in the theory of “charging up adver- 
tising to the goods,” they ought to make a bigger 
charge against their own goods than the manufacturers 
who use a reputable business journal. 

We have known of shoe manufacturers who in- 
structed their salesmen to make a talking point of the 
fact that they did not advertise in business journals ; 
but, as a matter of fact, they spend more money in 
postage and printing for a single output of catalogues 
or circulars, an immense proportion of which go im- 
mediately into waste baskets, than would pay for trade 
journal advertising for them for several years. 

The ‘advertisers in reputable business journals, in 
every line of goods, are the manufacturers or whole- 
salers who recognize the fact that the progressive retail 
dealers in all lines of goods are the ones who sub- 
scribe to the journals of their trade and whose confi- 
dence in those journals extends to the advertising 
pages as well as the editorial pages. Such advertisers 
by the very fact that they do advertise, show that they 


appreciate and solicit the business of the great body of 


live, intelligent retail merchants, whatever may be the 
line of goods. 





nal advertising: It is the 





cheapest form there is, and 
one of the most effective. 
It is advertising on a great 





cooperative plan, with bene- 


The original and enter- 
prising journal in any trade 


, v4 *xists because the T- 
Don t Talk Hard Times roms “diet aaa ie 


to. They need it for infor- 


“No matter if things are a bit slack— 
don’t set your jaw and blame ‘The Tariff’ 
—‘Stock Market’—‘Low Price of Cotton’ 
—‘the Republican administration’ or a 
few of the other ills. Stay away from 
those who talk ‘Pessimism.’ We may not 
all have the ability to master ourselves to 
the point of employing a definite philos- 
ophy of life and business—but—one long 
sour-looking face has spoiled more than 
one sale. You radiate your feelings. 
They are reflected on your customers and 
you can’t put it over that way. Your 
trade is not interested to the extent that 
they are willing to lend an ear to your 
over-due bills or unpaid bank notes. If 
you must have a topic to discuss in your 
store—pick on the weather, which always 
proves most absorbing. The habit of 
looking on the bright side of everything is 
worth more than a large fortune.” 


JENNIE R. GOODMAN, 
Goodman’s Guarantee Shoe Store, 
Laredo, Texas 


fits and economies to every mation; it is their journal. 
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The decision of Old Pop Census to 
pick up and move into the city now 


? 
| he it infuences the modern trends in stores, 
business and footwear types. 
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Chart by New York Tii 


~~ 
® reary gain in urban over rural lation toward the cities increases the demand for pul 

population in the United States is indicated by the pres- health service for the protection of both the citizens a 
ent census. The lines crossed some time ago and city newcomer. 
dwellers are rapidly increasing. A change of footwear Continued drift of the population toward the citics 
needs is the logical outcome if we become a nation of | means an increasing demand for water, sewer, edu 
city dwellers. The loss of four million people on the tional and recreational facilities, matters which bé 
farms of the United States in the last ten years is sig- directly upon health and life. City planning mt 
nificant of the footwear needs of the future. observe these facts. City stores must stand these add 

Any merchant starting in business thinks in terms costs. 
not of twelve months and one year but how his store Growth in population of city suburbs is traceable 
will fit into the picture ten years hence and twenty years a large measure to the trend from the less populat 
hence. Is his store so situated that it benefits by the districts to the cities, many of these people moving 11 
growth of population and customer contact? Is he in the suburbs. The enofmous gain in the number of aut 
a community “by the natural law of population develop- mobiles in the past decade has done much to increase t! 
ment? The inevitable result will be a decline through popularity of life in the suburbs. There has been al 
shifts in population. The present census is tremendous- in various parts of the country, concerted efforts on t! 
ly significant of a new picture in merchandising in stores part of real estate dealers and contractors to show t 
and even in types of footwear. The farm and small city dweller the advantages of owning a home in su 
town are no longer the great reservoir of new human urban districts. 
life. For example: 

excess of births over deaths since the 1920 census in 
Chicago accounted for 9.7 per cent increase in the popu- Tre largest numerical 
lation of that city. From the same source the volume of increase in population to date is announced by Dall 
increase down-State was only 7.7 per cent. For the ‘Tex., with an increase from 158,976 to 260,397, accor 
whole State 8.5 per cent of the decennial increase in ing to the statement made on behalf of the Bureau of t! 
population was due to the excess of births over deaths Census. Nine cities in California of more than 10,0 
and 9.2 per cent to immigration. population announced increases over the 1920 figuri 

The greater increase in city than in rural population it was stated. 
from births indicates an enormous improvement in the The largest percentage of increase was made by An 
safety of city life. The strong continued flow of popu- _ rillo, Tex., which had a population of 15,494 in 1920 ai 
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the 1930 census figures give it 43,107, while the smallest per- 
centage increase of these cities was by Newport, Ky., the 1930 
population of which was 29,400—a gain of 83 in ten years. 

fhe major change in buying habits has resuited in a widening 
of retail trading areas, particularly in rural sections of the United 


States. This change, like most of the other business developments 


noted, had begun prior to 1920, but its progress was markedly 
accelerated after that date. 

(he chief feature of this change was a shifting of trade in 
certain lines of merchandise away from crossroads stores, village 
stores, and some smail town stores, to stores located at county 
seat or other trading centers. 

\or is the mere movement of large numbers from the country 
to the city the only evidence of a decisive change in the life of our 
Doctor 
Galpin tells us that 10 per cent of all persons living on farms are 


people. The country is no longer what it used to be. 
now employed in non-agricultural occupations. They work in 
surrounding towns and cities and should really be identified with 
city rather than with rural labor. The country has been opened 
up. It is now thoroughly accessible. The development of the 
automobile and extensive road building have once and for all 
changed the whole complexion of our rural life. 

Small communities have grown up on the roads leading from 


[TURN TO PAGE 72, PLEASE] 


What Old Man Time is do- 
ing to the little places favor- 
ably situated on the Stream of 
Commerce is wonderfully illus- 
trated by these two photo- 
graphs. Could you imagine how 
—in twenty years—the little 
hamlet of Lake Charles, La., 
stepped into big city time— 
hotels, stores and everything? 
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Pick the Right Town 
and Grow With It 


OUR MESSAGE TO MERCHANTS 


“The farmer's income is spent in the 
farmer's town-trading centers of from 1,000 
to 10,000 population. Any shift in the farm- 
er’s buying habits is away from crossroads 
stores and village stores to stores at county 
seats or other trading centers. 

“The decrease in farm populaticn of four 
and a quarter million in the last twenty years 
is due to forces of progress rather than forces 
of deterioration. The shift of farm popula- 
tion to towns and cities is due to substitu- 
tion of modern machinery for man-labor and 
to more efficient production which has re- 
leased a percentage of man-labor. One of 
the results of this shift is an increased pur- 
chasing power for those remaining on the 
farm. 

“Government reports over a series of years 
reveal that the farm population enjoys a re- 
markable stable gross cash income of about 
$10,000,000,000 a year. 

“Rural America will remain rural, never 
fear. The so-called urbanization of the coun- 
try will stop short at a certain bounding line 
between conservatism and radicalism in all 
respects. The farmer of the future will be 
in the market for high-grade goods of dem- 
onstrated worth. His habits of thrift, how- 
ever, will prevail, and he will never over-buy, 
for he expects to pay for what he buys.” 


DR. C. J. GALPIN, 


Economist—Department of Agriculture. 




















MADAME HAMILTON JEFFRIES 
_ Fashion Editor, Boot and Shoe Recorder 


Ad dressing the art in industry 
Conference, an all-New England effort sponsored by 
the New England Council, the Industrial Art Institute, 
3oston Chamber of Commerce and the Associated In- 
dustries of Massachusetts, Mrs. Jeffries said : 

“Art in Industry is but one part of the picture, for 
today we can truthfully say Art in Everything. It is 
well for all New England to consider the part that art 
plays in business. 

“My life seems to be spent in the study of art in foot- 
wear. Our industry’s art is expressed in fashion. 
It is 
as fundamental as two and two make four. Any prod- 
uct with art in it first becomes a style. The addition of 
the art to the product—that’s number two in the table. 
When the selections are made by the merchant we come 


Fashion is not an elusive, intangible something. 


to the point where the product becomes accepted style. 
It is now in the third stage. When it is desired by the 


public then it becomes fashion—the fourth stage in 
making two and two four. 

“Fashion is public accepted style—accepted by dis- 
criminating people first, then by the crowd who pattern 
themselves after discriminating people and then by the 
masses. 


I see the influence of art in fashion on every 





The supreme style importance 
of the Paris openings this year 
prompts Boot and Shoe Re- 
corder to assign Mme. Hamil- 
ton Jeffries, its Fashion Editor, 
to a Paris commission to report 
and analyze their significance 
from the standpoint of shoes 
and leather. She sails the last 
week of July and we all look 
forward to her discoveries in 
the new field of fashion-eco- 
nomics. She will reconcile the 
spirit of fashion with the eco- 
nomic needs of our industry. 


hand. I must watch textiles at their sources. I therefore 
study color in the yarns as dyed by Lion’s. Becaus 
Paris is the world center for line and design, I must 


watch the influence of silhouette and accent as it appears 
Even jewelry plays a part in footwear, and 


in Paris. 
must watch the enamel mixers in China and Russia. 


“When these primary sources are studied, then I ca 
move step by step into the picture of expression of colo 
line, design and ornamentation of the leisure classe 
These much traveled people have an opportunity to creat 
for themselves an expression in fashion. If I can sense 
it, I can then advise the shoe and leather industry of th 
probable trend and development of a particular item 0 
art produced by industry and made salable in shoe stoi 
the country over. 

“In former years the creation of fashion was a slow 
and automatic process. Working down from the classes 
to the masses could be measured and gaged. But today 
because of the speed of printing presses, cables and 
photography practically every person in America is con- 
scious of a fashion change and, strange to relate, often- 
times the customer knows more about a change than the 
merchant himself. So well educated have customers 
[TURN TO PAGE 74, PLEAS£) 
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We are at the beginning of a 
new era, and he who creates 
a new world must create a new 
art to express it. Change is 
imminent—in goods, in selling, 
in service. Therefore the task 
of the business paper is to en- 
ergize goods with the ideas of 
many new venturers in mer- 
chandising thought. Ours is 
the great responsibility of in- 
troducing new ideas in mer- 
chandising practice, proving by 
actual test their usefulness. 


© pcaking before the art 
in Industry Conference at the Copley-Plaza Hotel in 
Boston on “Art and Style as Applied to Leather,” 
August H. Vogel said: 

“Before considering what effect art and style have had 
on the leather industry one must realize that leather, 
the bulk of which goes into shoes, is after all the raw 
material of the shoe manufacturer, and just as the skilled 
workmen in other industries require good materials in 
order to produce an attractive product, so the shoe man- 
ufacturer is dependent on the tanning industry to pro- 
duce leather that will enable him to make attractive and 
artistic shoes. How the tanning industry has succeeded 
in supplying these materials to the shoe manufacturer 
First, the 
matter of color, and secondly, the improvement in the 
attractiveness of the leather itself. 


“Before the war there was, besides patent leather, a 


can best be taken up under two headings. 


call for just two colors of leather, namely, black or tan. 
If the tanners had a better season for blacks than tans 
during one year, they were not particularly concerned, 
for they knew that what tans they had on hand would 
be wanted another season and the question of the shade 


of tan was not particularly serious. One heard very little 
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AUGUST H. VOGEL 
President, Boston Boot and Shoe Club 


discussion as to leather from a style angle at that time. 

“Today we find a completely changed picture, and 
whereas formerly it was safe to make up either black 
leather or tan leather, we must now constantly study 
the color trend in garments and hosiery or one is sadly 
out of step. 

“The advent of color into the leather and shoe in- 
dustry has undoubtedly been a tremendous help and has 
resulted in greatly increased sales of women’s shoes 
particularly. Today several branches of the leather 
industry find it necessary to employ their own stylists to 
study the style trends in the apparel industry and attend 
the openings of the various style leaders both here and 
abroad. Twice a year the tanners mect with the head 
of the Textile Color Card Association and, after hearing 
what colors will be popular in the dress goods and 
hosiery industry, as well as the hat industry, and bear- 
ing in mind the information obtained from other sources, 
colors are selected that blend or properly contrast with 
the other types of wearing apparel of the well dressed 
person. 

“Each tanner, to be sure, interprets these colors as 
faithfully as possible after he receives the sample to 


[TURN TO PAGE 74, PLEASE] 





Shoes well displayed are 
half sold, according to R. 
E. Cressey, who operates 
five Nu-Wae shoe stores in 
Kansas and Nebraska. Be- 
low is one of the tilting 
racks used in the Cressey 
Stores. 
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Over 800 people visited the Emporia Nu-Wae shoe store on opening day and more 
than 200 pairs of shoes were sold off the racks illustrated in the above photograph 
With this system one salesman handles twice as many customers. As sales increase 


cost of selling goes down and profits go up. 


Show Shoes on Racks and Speed 


Up Your Sales 


Customers Like to See and Handle Merchandise 


Before They Buy 


. Wau can sell shoes faster 
if you show them instead of hiding them. That’s the 
theory on which R. EF. Cressey, who within the last three 
years has opened five Nu-Wae Shoe Stores in Kansas 


and Nebraska, operates his business. The new system 


which he employs relies upon one main feature for its 
practicability—a complete exhibition of all shoes car- 
ried, at all times. 

This 
coupled with the cash-and-carry plan of selling footwear, 
enabling the Nu-Wae stores to put into effectual prac- 
tice various economies such as lower cost of selling, 


visual method of merchandising is sensibly 


asier and quicker sales and lower operating expense, 
which takes into consideration the fact that one salesman 
new handles twice as many customers as could be handled 
under the old system. At the same time, by operating a 
system of stores that have shown an increase of 20 per 


cent in volume of sales every six months, shoes can 
purchased in quantity lots, thus again affording a savi 
in buying. 

Mr. Cressey was engaged in retailing shoes in Fa 
He became dissatisfied with | 


bury, Neb., for 25 years. 


volume, realizing that this twentieth century requi: 
modern-day merchandising. So the old order passed a 
five years ago the new order was installed in Sali: 
Kan. The result warranted the opening of a seco 
store in Manhattan and a year or so later, another N 
Wae store in Hastings, Neb., and then still another s! 
retail outlet in Emporia, Kan. Recently another brat 
store was opened in Grand Island, Neb. 

Over 800 hundred visitors responded to a three-quart 
page illustrated display advertisement in the local pa; 
to visit the Emporia store the opening day. Free s 
venirs for the men, women and children were an add 


BooT AND SHOE RECORDER 
combining THE SHOE RETAILER, July 12, 1% 





As us¢ 
inches 
an inc 


) 


As used in the Jordan Marsh bargain basement these footwear display racks are about six feet long and four feet, eight 

inches high. The vertical strips, of which there are 34, arranged in pairs, are spaced about two and three-quarters of 

an inch apart. At the right is a close-up of part of one of the vertical strips, showing the notches cut into the strip. 
Below is a plan view of top and bottom shelves showing rectangular holes into which the vertical strips fit. 








































































































incentive and featured in the ad. Over 200 pairs of shoes 
The fact that 800 persons took 


the time to visit a relatively small shoe store in a town 


were sold the first day. 

of 12,000 inhabitants and 200 were sold shoes and the 
majority leaving with a favorable impression was very 
gratifying to Mr. Cressey, especially in view of the fact 


that the store is not especially well located. 


The cut in the opening 


day ad featured the interior view of the store which 
depicted the novel means of displaving and merchandis- 
ing shoes. The body of the ad stated: “We want the 
people of Emporia and vicinity to inspect this ‘different’ 
type store. We want vou to see for yourselves how casy 
it will be to buy shoes here. We want to tell you why we 
are selling footwear at $3.95, $4.95 and up to $5.85 
what will ordinarily cost you from 50 cents to $2.00 per 
more. We want you to see how smart and right- 


Note the pleasing style, 


pair 
to-the-minute our styles are. 
sturdy construction and, most of all, the attractive prices 
of our boys’ and girls’ Robin Hood shoes. Put the chil- 
dren into Robin Hood shoes and watch your shoe bills 
decrease. For the benefit of those who cannot visit us 
during the day, we will hold open house Thursday eve- 
ning. Bring the youngsters, as we have lots of souvenirs 
to give them.” 

\lthough shoes were priced for children as low as 
$1.00 per pair; $2.95 for men and women, the highest 
at $5.85, most sales were in the $4.95 class. Approxi- 
mately 8000 souvenirs were distributed, including such 
items as all-day suckers, compacts, pencils of Ever 
Sharp type, and whistles. To encourage the kiddies to 
ask their ma’s and pa’s to buy their shoes at the Nu- 
Wae, a souvenir is also given with every sale at any time. 
\Ir. Cressey stated to the interviewer that children are 
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the best word-of-mouth advertisers in the world. These 
little gifts are inexpensive but they serve to impress the 


The 


firm is capitalizing on the idea that, other factors being 


Nu-\Wae of buying shoes upon the family mind. 
equal, mother or father will do the purchasing where 
some little attention has or will make Bobby or Rosie 
happy. 

The virtue in the system of tilted display shoe racks 
used in these stores lics in the fact that instead of most 
of the stock being hidden away in boxes to be fumbled 
over by the clerk, a sample of every style in the house 
is attractively and constantly displayed. The plaques on 


which the shoes are placed for display are arranged 
in tiers and rows along both sides of the sales room. 
Being lighted by electric lamps in the cornice above and 
at respective intervals for every 25 plaques, the 800 pairs 
of shoes intrigue the masculine as well as the feminine 
stock is 


eye and eventually lead to sales. \ reserve 


stored in shelving along the floor and in the stock room. 


q 

q onsidering the importance 
of the fact that, according to scientists, 75 per cent of all 
sales are made by sight, a shoe retailer can readily under- 
stand the value of this new wrinkle in visual merchandis- 
ing. Although no attempt is made to carry out the self 
serve idea, it has heen found that a clerk can help twice 
as many customers in making a satisfactory selection as 

he could under the old system. 
This is true perhaps because the exhibition allows th 
visitor a chance to walk about the store to examine the 
marked in plain figures, 


different styles and_ prices, 


according to his time and fancy. On very busy days, 
customers will often make their own selections and will 
need only a few minutes of the clerk’s time. 


[TURN TO PAGE 64, PLEASE] 





in Heights 


and Contours 


New heel heights 
are in line with the demands of the public and reveal a 
change which has come about slowly and steadily. Inter- 
est this season in the new 14/8 Spanish Louis heel is one 
of the surprises of the trade. 

It may be the result of the longer skirt; or it may 
be the result of the increased activity of women—their 
wearing of low heel types of shoes in the summer; or 
it may be because troubled feet necessitated greater heel 
comfort. This week’s selling in Boston was significant 
of the new interest in lower heels. 
York market fall in line with the selections made by such 
merchants as Al Gude of Los Angeles, who says that 65 
per cent of his shoes now are 15/8 down. 

Each season has its characteristic technical discussion 


Suyers in the New 


A study in 
lines and details 
of heel design 

as revealed in the 
new footwear for Fall 


in shoe building. When the longer skirt first came in, 
the natural development of a slightly longer forepart 
indicated a profile period ahead—when women were 
interested in the side design of shoes. 

A run of the new heels from lowest to highest are her 
illustrated in, progressive sequence. Most stores carry 
the entire gamut of heels and have their shoes design: 
in keeping with the type, shape and elevation of the hec! 
Never were heels better built in all grades of shoes. 

The new interest in heel heights and contours is ind 
cative of new demands and novel expressions made 


[TURN TO PAGE 68, PLEASE | 





From the peas- 
ant heel has de- 
veloped the new 
Continental 
heel with its 
decidedly novel 
side lines and 
thumb = cupped 
heel breast. 


Another view 
showing the 
contour of the 
smart new Con- 
tinental heel. 
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This brilliant display of Flerlume red neon tubing can be 
h read for blocks up and down the stree 


| Fall 


ao | a} Create PRESTIGE 
cin Fe ae bisa To Increase PROFITS 


repart 
were 

AMILIARIZE more of the public with your name, location and 
_— : : service ... the WHO, WHERE and WHAT of your business. 
nits Z ‘of Indelibly impress this three-fold message on passersby ; broadcast it 
earry > a : * a to those afar .. . CONTINUOUSLY—by day as well as by night 
igned . using a Flexlume electric display, the ideal medium to create 
heel. familiarity, prestige and patronage. Brilliant and continuously 
eS, operative, Flexlume electrics are designed to attract favorable 
Sal attention. 
ave | More than 100,000 Flexlumes are helping to increase profits for 
“ASI individual businesses. You, too, will find greater advertising value 


. greater sales-producing power in the new Flexlume combination 
electrics—utilizing brilliant neon colors for sure attraction, in com- 
bination with beautiful raised glass letters (illuminated from within) 
for long-distance reading . . . or with flashing exposed lamps for 
spectacular effects of light in motion. 


’Phone “FLEXILUME” in your city. Take up with our repre- 
sentative your electrical advertising needs; or write us to submit, 
entirely without obligation, suggestions and color sketches of a dis- 
play to fit your exact requirements. We will tell you how you can 
enjoy the benefits of electrical advertising on a monthly-payment 
plan or rental basis. FLEXLUME CorPoraTION, 1017 Military Road, 


3uffalo, N. Y. 
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prestige and selling force 
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] to compel attention .. . 
raised glass letters for 
clear legibility—by day 
as well as by night. 
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EVERYONE will benefit 


from zew Hamilton-Brown 
IMPROVEMENTS... 


IW developments and improvements in 

Hamilton-Brown personnel, production, 
and merchandising warrant the careful con- 
sideration of every retailer of men’s, women’s 
and children’s shoes in America. 


The firm which, for 58 years, has prominently 
figured in the evolution of the American shoe 
industry, and has achieved national recog i- 
tion and popularity among merchants and 
consumers alike, has now availed itself of 
plans that will directly benefit every inidi- 
vidual and organization with whom its 
products and service come in contact. 


Hamilton-Brown’s enviable experience in 
styling, and devotion to quality manufac- 
ture is now combined with those new, efli- 
cient merchandising and marketing forces 
that have contributed to the high economic 
status of practically all of our modern, suc- 
cessful business institutions. 


Men who have known years of intimate con- 
tact with the problems of retailing are now 
taking an active part in the operation of 
Hamilton-Brown Shoe Company. Not only 
will their work govern styling and merchan- 
dising, but factory production and delivery 
as well. Merchants are thus assured that 
valuable assistance will be given them in the 
job of selling more footwear at larger profits. 


Hamilton 


Ee Se lowis Shoe 


ar 64... 
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Representatives 
prepare 7o outline 
improved methods 
and merchandise 


to SHOE RETAILERS “rom 


coast fo coast 

















N FUTURE showings of Hamilton-Brown 

footwear you will note that attention has 
been given to grouping of patterns so as to 
achieve faster turnover with liberal profit . .. 
That unduplicated styles have been created 
to please the definite types of customers who 
constitute your trade ...That each customer 
may have his or her requirements filled with- 
out the necessity of paying a premium... 
That an ample stock of Hamilton-Brown 
footwear is your best means of overcoming 
sales resistance. 





As a result of this progressive gesture, Ameri- 
can Lady Shoes for women, American Gen- 
tleman shoes for men, Twinkies for boys and 
girls, and Hamilton-Brown Shoes for all the 
family are assured a greater volume and faster 
turnover than ever before. 


Perhaps no group is more thoroughly con- 
versant with or enthusiastic about Hamilton- 
Brown improvements than the salesmen who 
have helped build this great concern. One of 
these men will call on you soon. Hear his 
story — examine his splendid merchandise — 
you'll be convinced that you, too, are going 
to benefit materially from Hamilton-Brown 
improvements. 


— Brown 
Co. Boston 
anv [WINKIES 


FOR BOYS -FOR GIRLS 
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Windows Like These Speed: 


Attractive well planned displays, featuring summer footwear and sug- 

gesting their use, will help maintain volume and profits in July 

and August more effectively than cut price sales. Feature white shoes, 

spectator sports and sports footwear and give your windows an outdoor 
vacation season atmosphere 


Above, a_ Lord 
and Taylor win- 
dow with cool 
simple back- 
ground featuring 
sport and spec- 
tator sport shocs; 
below, an attrac- 
tive window by 
R. H. Fyfe & Co., 
Detroit, showing 
men’s sport foot- 
wear. 
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Up Summer Shoe Selling 


Don’t overlook children’s shoe windows in vacation season. Remember 

this is the season when boys and girls play hardest and wear out shoes 

most quickly. Keep sandals and play shoes to the forefront and build 

attractive displays featuring the rubber soled types that most boys and 

girls like to wear for summer. Good will developed through summer will 
help sell school shoes in September. 


























Lord Best & Co. main- 


win- tain their repu- 
cool tation for attrac- 
ek. tive juvenile dis- 
‘uring plays in the shoe 
spec- window _repro- 
hoes; duced above. 
trac- Shoes, bags and 
v by hosiery are com- 


 Co., bined effectively 
wing in the I. Miller 
foot- display at the 
right. 
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IN STOCK 


For Volume Buyers 
ELAMWAY au ELAM-STITCHSTEPS 
in Sixteen New Styles of High and Low Infants’ Shoes 


ELAMWAY 


Qme() 


TRADE MARK 





Tackless! 
Nailless! 
Stitchless! 
B400—Patent Strap, Elam Stitch- Flexible a " ; 
Sibieiamen: Senched Bik. Cemented wre Pies site Okemos 
B402—White Elk. Soles! — 
Sizes 2 to 5 zes 1 to S 
That CAN’T come off! 
SHOES SHIPPED THE DAY ORDER IS RECEIVED 





Old-Fashioned Way Improved Elamway 


SEND 
for 
SAMPLE 
PAIRS 
TODAY! 





does 


Patented, 
away with Tacks, Nails, Stitches, etc. 
Soles are very Flexible. 


how to “turn” Elamway Process, 


knew 
but not how to _ eliminate 
and st:tches. 


Egyptians 
shoes, 
tacks 











F. S. ELAM SHOE CO., Ine. 


ROCHESTER, NEW YORK 
FACTORY B: 
BYRON M. ELAM, Mer. 


FACTORY A: 
F. S. ELAM, Mgr. 
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The TRAVELING 
SHOE SALESMAN 


ISTRICT 


< « 4 


Bp GORMAN who formerly man- 
ufactured shoes himself in Lynn, | 
Mass., is proving to be a very valuable | 
man for F. L. Emerson, Buford H. | 
Jones and Enna Jettick Shoes, Inc. 

Mr. Gorman first had charge of the | 
Boston office and looked after the large | 
trade of the New England States for 
Enna Jettick Shoes. Then, Mr. Emer- 
son took Mr. Gorman out of the sales | 


sales con- 
ventions were 
held here re- 
cently by the 
Brown Shoe 
Company and 
the Central Shoe 
Company, of St. 





a 2 Louis, Mo 
department and placed him in charge of The conven- 
all leather buying and afterward Mr. tion of the Brown 





Gorman was made general superinten- 


dent of the Auburn factory. | Shoe Company 


was held at the 
Ansley Hotel, 
and was under 
the direction of John A. Bush, presi- 


John A. Bush 


Now, Mr. Jones feels that he must 
have Mr. Gorman again in the sales 
department and so Mr. Gorman has 











been made assistant sales manager for | 


Enna Jettick shoes under Mr. Jones 
and he will do a great deal of traveling 
with the other salesmen for Enna Jet- 


tick Shoes all over the country where | 


well and favorably | ager of the company. 


Mr. Gorman is 
known. 





66 ODERICK J. PRINCE received 


such fine treatment at the Port- | 


land Hotel the first day its dining room 
opened that he is back there again, and 
being served by the same waiter who 
brought his ham and eggs that morning 
more than 40 years ago.” 

So observes the Portland Oregonian 
in an article of recent date written by 
David W. Hazen. Recounting the in- 
cident of the first meal Mr. Prince had 
in this well known hostelry, the news- 
paper article said: 

“Mr. Prince was a shoe salesman 
then out from dear old Boston. The 
famous hotel was not quite completed 
when he came that time. But Charley 
E. Leland, manager, told the visitor 
that a room would be fixed up for him 
on the fifth floor. One or two other 
commercial travelers were rigged out 
the same way. 

“The breakfast, the first in the main 
dining room that has since served tens | 
of thousands, was brought in by I. L. | 
Burnett, waiter, who has been waiting 
on tables at the hotel ever since. And 
he always waits on Mr. Prince when- | 
ever this -spry 80-year-old youngster 
comes this way from his home in Oak- 
land, Cal. 

“During the more than two score | 
years I. L. Burnett has been waiting 
at the Portland, he has served Roose- 
velt, Taft, Wilson, Bryan, Joseph Jef- 
ferson, Otis Skinner, Henry Watterson, 
Fritz Kreisler and dozens of other 
famous persons. 

““T am sure glad to see Mr. Prince 
again,’ he said as he brought in the | 
familiar ham and eggs with a dish of | 
baked beans on the side.” 





ERBERT LAPE, JR., representa- 
tive of Julian & Kokenge, Cincin- | 
nati, and of Lape & Adler, Columbus, 
Ohio, was a recent Denver visitor in 
the interest of the trade. (UTPS) 
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.similar joint meetings 





dent, and T. F. James, vice-president, 
of the company. That of the Central 
Shoe Company was held at the Henry 
Grady Hotel and was under the direc- 
tion of W. E. Tarleton, general man- 

Seventeen executives of the 
meetings, coming from Dallas, Texas, 
where a meeting for the Southwestern 
territory was held. They will hold 
in Cincinnati, 
Pittsburgh, St. Louis and Minneapolis 
before completing their present tour. 

Monday was devoted to outlining the 
sales plans and advertising of the two 


companies, while Tuesday was devoted 
to a general discussion of sales. 


The 
various lines of the companies were 
presented. 





E. WHEELER, who has covered 
¢ New England territory for some 


time for the A. G. Walton Co., of Chel- 
sea, is now connected with the sales 
force of the En-Joie Shoe Co., of Endi- | 
cott, N. Y. He will continue to cover 
the six New England States. 


HARLES G. SELLERS. aged 41 
years, formerly a traveling sales- 


man for the United States Shoe Com- 
pany of Cincinnati, died in St. Francis 
Hospital, Pittsburgh, on June 26. 
wife died four years ago. 
| two brothers and a sister survive. 
was a member of the United Presby- 
terian Church and was widely known to 


His 
He 


the shoe trade in the Middle Atlantic | 
States. 
WEN COMSTOCK has lined up 
with the H. C. Godman Co., of 


Columbus, Ohio, and is selling their 
specialized Si-En-Tiffick shoes in East- 
ern Pennsylvania. Northern New Jer- 
sey, New York City and Long Island. 
This is entirely new territory for Mr. 
Comstock, who formerly was 
Dunn & McCarthy, Inc., of Auburn, | 
N. Y., and now works directly under 
Horace Greeley, 
manager for that company. 


former advertising 






55 


two | 
| companies, in all, attended the Atlanta | 


His father, | 


with | 


NEWS 
of the ROAD 


T= inadequate provision made by 
most bus lines for the transporta- 
tion of sample trunks is engaging the 
attention of the National Shoe Trav- 
elers Association, and letters have 
been sent to bus lines in all parts 
of the country, asking them to provide 
some means whereby trunks can be 
carried as expeditiously as passengers. 
“This is a matter of more importance 
than some may think,” says T. A. De- 
lany, national secretary, “because of 
the gradual abandonment of railroad 
train service on short haul lines in 
many parts of the country and the 
substitution of bus service between 
towns and cities which are covered reg- 


| ularly by members of all traveling as- 


sociations. We are working toward 
a solution of the problem, which may 
be extra bus service, the addition of 
trailers to buses, or fast trucking ser- 
vice run by the bus lines in addition 
to their passenger business.” 

Another grievance reported by trav- 
elers is also being taken up. This has 
to do with long delays at railroad ter- 
minals in checking trunks, particular- 
ly acute at this time of year when 
tourist travel is beginning to be heavy. 
Traveling men who patronize the rail- 
roads year in and year out feel they 
should be given the preference, and 
have asked that representations be 
made to the common carriers seeking 
to create a preferred class of baggage 
which may, perhaps, be identified by 
a different colored tag or marking of 
some kind, indicating that it is to be 
checked ahead of other trunks. One of 
the express companies—the Railway 
Express Agency—is offering a service 
by which the trunks will be called 
for at the hotel and delivered at the 
next hotel without the owner being put 
to the inconvenience of going to the 
railroad station to arrange for check- 
ing. 

Secretary Delany is hopeful that he 
will be able to announce satisfactory 
progress in connection with the adjust- 
ment of both of these difficulties within 
a short time. 





W. BRANDT is now represent- 


¢ ing C. S. Gibbon Co., Inc., of 
Philadelphia, in the New England 
| States, making his headquarters at 


Malden, Mass. Mr. Brandt is a shoe 
man of wide experience and acquaint- 
ance, especially in the New England 
field. 


LBERT E. WILLIAMS of Chicago, 

special representative for S. Cape- 
zio of New York, recently called on the 
representative dealers in the key cities 
of the Pacific Northwest. He is most 
familiar with this territory having 
called on the dealers and dancing 


| schools in the past six years. 
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Ke male shoe customer 
is a prospective customer 
for a brush and dauber ... 
Repco Brushes and Daubers 
are convenient, durable, 
and easy to handle. Mate- 
rials, workmanship, and 
finish are of the finest. 
Feature Repco Brushes 
and Daubers and in- 
crease your profits. 





For Sale by 
Shoe Findings Dealers 











United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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EVERY WEEK 








Sales Help Shoe 
Volume in Mid- 
Western Area 


While the trend | 
| 


CHIcaco (UTPS) 
n business generally during the past 
veek has been toward slightly lower 
-vels of activity, partly because many 
ranches of industry habitually curtail 
peration in the summer months, the 
hoe trade has remained rather firm in 
‘hicago and surrounding areas, even 
vith full allowances made for seasonal 
‘hanges. Recent developments, how- 
‘ver, do not particularly brighten the 
sutlook for any marked upturn in the 
near future, as commodity prices still 
‘ontinue to move consistently down- 
ward. 

A few lines, including shoes, have 
reported gains last week from increased 
sales to approximately 15,000 Rotary 
delegates visiting the city, but these 
gains were rather spotty. 

Most of the shoe sections of large 
department stores and other large re- 
tailers have begun to lighten stocks 
through sales. I. Miller’s semi-annual 
sale is on at present, about a month 
ahead of normal, and they are giving 
good values in markdowns to the price 
of $9.85 for shoes that formerly sold for 
up to $22.50. Their buyers report good 
attendance. Wolock and Bauer have 
marked down much of their stock and 
are conducting a Salon sale along with 
Davis company, Fields and the other 
large dealers. 

White kid, parchment kid, bleached 
and natural linen, continue to hold good 
in materials, with all pastel shades 
shown in the color field, blue and green 
leading. Silk kid is rapidly gaining in 
favor as a trim and edging material, 
while more and more noticeable is the 
trend toward short vamps again. While 
longer vamps seemed to be gaining in 
favor a few months ago, buyers now 
report that customers are demanding 
short vamp shoes to make their feet 
appear smaller. They also report an 
almost insistent demand by purchasers 
for perforated and open shank shoes 
for coolness. Both types and their com- 
binations are big sellers at present with 
every indication they will continue so 
throughout the summer. 

Although the shoe business is not as | 
good as most people expected a short 
time ago, still it is running along in a 
reasonably satisfactory way. 
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Points to Peril of Rising Costs 


Harvard Bureau of Business Research Announces Results 
of 1929 Study of Department and Specialty Stores 


BostoN—The Harvard Bureau of 
Business Research last week announced 
the operating results of department 
and specialty stores covered in_ its 
1929 study. While the figures on op- 
crations of shoe departments are not 
segregated in the report, the conclu- 
sions are of general interest to shoe 
merchants because they reveal certain 
general tendencies which are doubtless 
characteristic, not only of shoe depart- 
ments in the stores studied, but of the 
retail shoe trade as a whole, as well as 
of department and specialty stores. 

In summarizing the conclusions ar- 
rived at as a result of its 1929 study, 
the Harvard Bureau says in part: 

“1. ToTAL EXPENSE—In 1929 the 
total expenses of both department and 
specialty stores, expressed as percent- 
ages of net sales, continued to rise, as 
they have been doing for several years. 





More Women’s Shoes 
Sold in May 


Washington, D. C.—While de- 
partment store sales throughout 
the country showed a loss of 2 
per cent in May as compared 
with the corresponding month in 
1929, according to figures com- 
piled by the Federal Reserve 
Board from reports from the va- 
rious Federal Reserve districts, 
sales of women’s shoes showed 
an increase of 6 per cent for the 
entire country. 

The increase in the New York 
district amounted to 20 per cent 
and all of the districts showed 
gains except Dallas, where sales 
were 11 per cent under May of 
last year, St. Louis with a loss of 
2 per cent and San Francisco, 
with a loss of 3 per cent. 

Sales of men’s and boys’ shoes 
in department stores showed a 
loss of 1 per cent for the country 
as compared with May, 1929, and 
children’s shoe sales were 3 per 
cent less. 











Typical total expense for department 
stores for 1929 ranged from about 30 
per cent of net sales to about 33 per 
cent, depending roughly upon sales vol- 
ume. For specialty stores total ex- 
pense ranged from 32 to 34 per cent. 
In both cases, total expense included 
interest on assets. 

“2. Gross MARGIN—The percentages 
of gross margin to net sales for depart- 
ment and specialty stores in 1929 typi- 
cally varied but little from those tor 
1928. The figure tended to be lower 
for the smaller stores and only slightly 
higher for the larger stores. Typical 
gross margin for department stores 


| ranged from about 29 per cent of net 


sales to about 34 per cent, and for spe- 
cialty stores from about 32 per cent to 


| about 36 per cent. 


“3. NET Prorit— The typical net 
profits of department stores, after net 
interest on assets used in the business, 

| were lower in 1929 than in 1928. Stores 
| with sales of less than $1,000,000, on 
| the average, incurred net losses of from 
| 0.4 per cent of net sales to 1.1 per cent 
|of net sales. Larger stores typically 
earned some net profit, but only from 
0.1 per cent to 1.6 per cent of net sales. 
| For specialty stores the results of the 
year’s operations were only slightly 
more favorable. The stores with sales 
lof less than $500,000 tended to break 
even, and the group of largest stores, 
|on the average, earned a net profit of 
| only 2.1 per cent of net sales. 

“4, NET GAIN ON NET SALES—Busi- 
ness men frequently think of net profit 
as the return before, rather than after, 
interest on owned capital. Net gain 
corresponds with this business defini- 
tion of net profit and is the amount on 
which federal income taxes are paid. 
In 1929, the typical net gain of depart- 
ment stores varied from 2.0 per cent of 
| net sales for stores with sales of from 
| $150,000 to $299,000 to 5.3 per cent of 
net sales for stores with sales of $10,- 
000,000 or more. For specialty stores 
the corresponding figures were 2.8 per 
cent for the 35 small stores and 5.2 per 
cent for the 21 largest stores. 

“5, NET GAIN ON NET WortTH—The 
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Increased Production Is 
Noted in Haverhill 


Fall Buying Has Started—Suede 
Leather Popular 


HAVERHILL, Mass.—Fall season busi- 
ness started this week with consider- 
able impetus. Cutting activities have 
been generally resumed and the new 
business in the plants making cheap 
and medium grade merchandise has al- 
ready reached substantial proportions. 

Suede in the fall colors in tans and 
browns has been bought up heavily by 
local shoe men, and the suede and pat- 





ent numbers appear early season 


leaders. 

Factories busy at the present time | 
are the Ornsteen Shoe Co., Newman | 
Shoe Co., Hirshberg & Stein Co., Clin- | 
ton Shoe Co., Nesson & Halpern Co., | 
y others 


Milchen Shoe Co., with man 
fast entering the active list. 


Shoes vs. Trousers 


Cuicaco (UTPS) —A recent edi- 
torial in the Chicago American news- | 
paper of this city, contains some facts | 
of interest to shoe men and brings out 
a point which all successful dealers 
should bear uppermost in their minds. 

The article comments on the news | 
that American shoe manufacturers re- 
port a strange shift in business in the 
fact that men bought a million less | 
pairs of shoes last year, though women 
made up for it by purchasing extra 
pairs. At the same time the pants in- 
dustry had a boom. The explanation, 
probably, is the automobile. Men wear | 
shoes to walk in, and when they don’t | 
walk they buy fewer shoes. And, con- 
versely, they wear out more trousers. 

But, the article concludes, “As for the 
ladies—God bless ’em—whoever heard 
of their buying shoes for pedestrian 
purposes? No such consideration ever 
enters their heads. They buy shoes for 
decorative reasons only—and how they | 
can decorate? 

Shoe manufacturers and retailers 
need not worry as long as they realize 
the truth of the above statements. Men 
may spend less with them and more 
with their tailors. But as long as 
women are women the shoe business is 
on a sound and solid footing. 


Rochester Men Buy Batavia 
Store 


ROCHESTER, N. Y.—Cosmo Dispenza 
and Charles L. Knox, two well known 
Rochester shoe men, last week pur- 
chased the Smith Shoe Store, of 
Batavia, and will take possession at 
once. The Smith shoe business was es- 
tablished many years ago and is the 
principal retail shoe store of that city, 
with a background of many years un- 
der the ownership of Mr. Smith and his 
fcrbears. 

Mr. Dispenza for years has been with 
William Eastwood & Son Co., and has 
managed their men’s store at 9 State 
Street. He has been succeeded there by 
Ernest Ribstein, of their East Avenue 
store. Mr. Knox was formerly with 
William Pidgeon, Jr., and until very 
recently was buyer and manager of the | 
Gold Shoe Store on Main Street East. 
_ Both young men have many friends 
in the local trade who wish them suc- 
cess. 








Spruced Up 





for Summer 





The sales staff of Winkelman store on 


Fifth Avenue, New York, has adopted the 


summer attire shown in the photograph, consisting of white flannel trousers with black 


stripe, dark coats, black and white ties and 
standing: P. Gould; J. Jimeniz; E. Ralston; 
F. Hirsch; H. Green; S. Ellen; J. Lee. Le 


black and white sport shoes. Left to right 
S. Morse; M. Burns; L. Bernie; P. Herman; 
ft to right seated: N. A. Rubin, Assistant 


Manager; Miss L. Richmond; C. F. Sullivan, Manager. 








Trade Improves in Chicago 

Cuicaco (UTPS)—Wholesale and re- 
tail sales have shown a decidedly firm 
trend during the past week in this dis- 
trict. Volume of business in com- 


parison with last year was favorable | 


and collections, while seasonably 
apathetic, really give no cause for 
alarm. As to how long the present 
depression in business and industry will 
last, one seems to get a different and 


varied opinion each time the question | 


is asked of men of affairs and students 
of economics. Some predict speedy im- 
provement, others see betterment a few 
months hence, others speak of a turn 
next year. 

“Our present situation is aggravated 
by world conditions that may make re- 
covery rather slow and difficult,” says | 
Melvin A. Traylor, president of the 
First National Bank. “Trade is dull 
and industry depressed almost through- 
out Europe and this fact has its re- 
precussion on our trade and industry. 
It will require some time to remedy 
these conditions. In the meantime, it 
is foolish to be wholly pessimistic and 


New Men’s Store Opened in 
Minneapolis 
MINNEAPOLIS, MINN. (UTPS) - 
Manager V. A. Bostrom has openei 
the new French, Shriner & Urner sho: 
store in the Northwestern Bank build 
ing, Marquette Avenue and_ Sixt! 
Street, the newest structure in the city 
| It is a choice situation as there i 
an entrance from the street and fron 
the lobby of the bank building, tw: 
show windows on the lobby and one o1 
the street. The front entrance is narrow 
leaving a wide display window. Th: 
windows are backed with porous ston 
and are built on the latest lines, allow 
ing for excellent displays of men’s 

shoes without crowding. 

The store has open shelving, with 
five new type inside display cases set 
in the open stock wall shelving. These 
are backed in natural maple and are 
exceedingly attractive. The setup is 15 
armchairs for customers. The carpet 
is an,English weave in attractive warm 
colors. The point chosen for the store 
is strategic, as the thousands of clients 
of the Northwestern banking institu- 





foolhardy to be unreasonably opti- 
mistic.” 

In the meantime, local merchants 
have been busy with increased trade 
this week, resulting from the Rotary 
international convention which has at- 
tracted approximately 20,000 delegates 
from every corner of the world. It is 
expected that sales will be boosted con- 
siderably from this source. 

One surprising thing is the fact that 
men seem to have become universally 
shoe conscious and this summer will see 
an increased demand from men for 
several pairs of sport shoes. 


York Merchant Dies 


York, Pa.—William Edward Strine, 
of York, Pa., veteran shoe merchant of 
that city, was claimed by death on Sun- 
day afternoon, June 29, at 4:15 o’clock. 
He was 58 years old. Mr. Strine was 
the dean of all shoe dealers in York, 
having entered the business 35 years 
ago. He is survived by his wife, two 
sons, two brothers and one sister. Mr. 
Strine operated a shoe store on North | 
George Street. 
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tions for the most part must pass the 
lobby entrance and show windows of 
the store. 


Baltimore Store to Move 


BALTIMORE, Mp.—Schoen & Co., one 
of the leading exclusive women’s spe- 
cialty shops of Baltimore, Md., which 
maintains a beautiful exclusive shoe 
salon, will move about Sept. 1 to new 
and larger quarters at Charles & Clay 
Streets, where it will occupy a large 
five-story building, which will give it 
double its present quarters at 224 
North Charles Street. Space in keep- 
ing with the size of the new store will 
be devoted to shoes and hosiery. 


New York Studios Moved 


NEw YorK—New York studios of 
Hugh Lyons & Co. have been moved to 
the Rogers Peet Building, 485 Fifth 
Avenue, which also houses the sales- 
rooms of The Grand Rapids Store 
Equipment Corporation. The location 
is more central than the previous prem- 
ises at 1412 Broadway. 
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Sees New Tariff as Stabilizer 


Alfred W. Donovan, Back from Two Months’ Trip Abroad, 
Tells of Interesting Observations in European Countries 


ROCKLAND, Mass.—Returning home | 
after a two months’ tour of Europe 
where he made a special study of in- 
dustrial and economic conditions, Al- 
fred W. Donovan, president of E. T. | 
Wright Company, Rockland, Mass., and | 
former president of the New England 
Shoe and Leather Association, declares | 
renewed faith in the stability of our 
own country and predicts that America 
is in position at the present time to 
forge ahead with amazing strides. He 
believes the new tariff bill will serve 
as a stabilizer for general business and 
avers that the bill was signed none too 
soon to still further protect American 
working men and American industries. 

“General trade is dull in all the Euro- 
pean countries I visited,’ Mr. Donovan 
said. “However, Germany is forging 
ahead much faster than we Americans 
realize. One is much impressed by the 
utter absence of visible poverty in Cen- 
tral Europe. The German ‘Uberalles’ 
spirit is far from being quenched. That 
they are striving to regain their lost 
prestige is most apparent, but just 
how they are to bring it about is a 
question.” 

Mr. Donovan, one of the best known 
of American shoe manufacturers, hav- 
ing been in the business all his life and 
at the head of one of the country’s 
most progressive factories, sees pros- 
perity ahead for the shoe industry. “It 
is my opinion that the manufacturers of 
shoes which have been affected by free 
trade will use the new duty given them 
by the tariff in figuring the cost of 
their products to the extent that they 
will get down to a sounder competitive 
plane,” he said. “They realize that 
they must eliminate all waste produc- 
tion in their own factories such as 
overhead losses and other unnecessary 
expenses before ‘tampering’ with the 
wage problem.” 

Mr. Donovan, who was accompanied 
by his wife, took some time off while 
abroad for pleasure seeking. He was 
very enthusiastic over the Passion Play 
at Oberammergau. He said it is a 
spectacle so absorbing, so gripping 
that only in retrospect can one think 
of the individual player or of details. 
“As a dramatic presentation it is sim- 
ply marvelous,” Mr. Donovan said. 
“The fact that 5,000 people sit for 
eight hours forgetful of everything 
but the play seems convincing testi- 
mony of the spiritual uplift of this 
stupendous production.” 

The housing problem in the city of 
Vienna was particularly interesting to 
Mr. Donovan. He said they have solved 
it to a most surprising degree. He sug- 
gests that it would be a good idea for 
American builders to make a close 
study of the Vienna way of doing 
things. 

“They appear to have disposed of all 
the tumble-down, worn out tenement 
house sections,” he said. “In their 
stead and in many other locations con- 
venient to steam or electric roads they 
have built thousands of apartments 
containing the modern improvements 
in addition to outside light and air, 
beautiful gardens, wonderful play- 





Home Again! 














grounds, splendid little parks and all in 
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Mr. and Mrs. Alfred W. Donovan return 
from Europe on the Berengaria 





all the most complete and the most am- 
bitious scheme of housine workers that 
any city yet has attempted. All of this 
is done on a basis of $2 per room for 
the tenant.” 

Referring to prices charged the 
American tourist in Europe, Mr. Dono- 
van observes that “it is most evident 
that they are high enough to satisfy 
the tastes of the most fastidious and 
the prices for hotel accommodations 
are on a par or even higher than one 
pays in the better class hotels in New 
York City.” 

Mr. and Mrs. Donovan were given a 
most cordial reception upon their ar- 
rival in New York Saturday night, 
June 21. They were aboard the 
Berengaria, which came in nearly two 
days late because of a broken propeller. 
Newspapermen sought out Mr. Dono- 
van for interviews on his observations 
of business conditions abroad and 
these appeared in a number of the New 
York papers. 

Immediately following his return, 
Mr. Donovan took up again the re- 
sponsibilities of his business. One of 
the details that claimed his attention 
was a series of experiments covering 
several months to determine the effect 


of color in a factory. Mr. Donovan de- | 


clares he is convinced it is just as im- 
portant as color in the home. As a 
result several color schemes are under 
consideration and one or more will be 


adopted for every department of the | 


big shoe manufacturing plant. 
[TURN TO PAGE 75, PLEASE] 
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This Construction 
bridges the arches 
across both length 
and width of the foot 


It provides complete support of 
all the foot arches and keeps the 
bones in their proper position de- 
spite all factors that tend toward 
arch weakness. 


Patents 
Pending 
Copy- 
righted 


(C) Musebeck WEAR-STRAIGHT _ insole, 
shaped to give perfect foot balance Result: 
Outsoles wear straight across the bottom in- 
stead of wearing thin to wedged shape at 
outside ball. 

(D) Thick, mellow insole, shaped to Meta 
tarsal Arch A permanent solid leather arch 
that fits the normal foot and does not col- 
lapse. 

(E) Imported hair felt, chemically treated 
An insulation against dampness, cold or heat. 


Wall Street 
Blucher 


03 Tan (Mellow) Cz 

04 Black (Mellow) Calf.. 

$04 Same as above with Arch Support 
Insole 

05 Benz Brown Kid. 

06 Black Ruby Kid 





MUSEBECK 
SHOE COMPANY 


DANVILLE, ILLINOIS 
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a Bia 
Wh l te i seoeennroniet VALUES 
f —S 
At Once ‘ Liqy, STOCK 
YN 
Delivery { 
4059—White kid Regent, 20/8 4916—White Kid Regent, 20/8 
Spike Heel. ~ spike. — wien 
4060—Same in 15/8 Junior 4917—Same in 15/8 Junior , 
Spike. Spike. + —— 
A : Price $3.35 a wutee $2.75 No. 750i—White kid Oxford 
Widths: High heels, AA-A-B-C, Widths: High heels, A-B-( No. 7510—Natural Toska cloth Center- Gunmetal trim and heel. Also 
Se Low heels, B-C. Low heels, B-( buckle, brown kid and parchment kid white kid with parchment kid ‘rin 
trim, Also in white kid with black and heel. Natural Toska cloth 
and white Rajah trim. High and chocolate kid trim and heel. Al 
baby spanish heels on each. A, B over white kid. All cuban heels, 4 
and C© widths. Sizes 3 to 8. B and C widths. Sizes 3 to 8. 
ALL FRENCH CORDED AND KID LINED 
BLEECKER SHOE CO., INC., 138-140 DUANE ST 
BOSTON OFFICE 216 ESSEX ST. PHILA. OFFICE 17 NORTH 4th 5T 
PITTSBURGH HEADQUARTERS, HOTEL HENRY 
s —— A 
* 


Profit for Fall 


Watch for our unusual fall line—advanced in 


STYLE and QUALITY and offering greater 














> PROFIT possibilities than ever before. Children's and Misses’ Rubber All. White Only. 
Soled Sport Oxford made with Imported McKay . 
Armortread Rubber Sole oe ee Te 
. - : center buckle’ sandal. C wid 
WA Ke age th yp a —_ Cuban heel, Sizes 34 to 8. 
Special 81.50 ‘Thalheim’ Special $2.85 
Ss 
Levey Brothers Shoe Co., 145 Duane Street } WEARWELL SHOE CO., Inc. 
141 Duane Street New York City 
S - em ale 
% aja 


Camp and Canoe Moccasins 





BLACK ELK, SEWED SOLES 


Camp Moccasin » 
x 


151—Youths’ 12'4 to 2, Waterproofed Leather Sole. .. $2.30 


X141—Boys’ 2, to 514, Waterproofed Leather Sole... .$2.45 
X121—Men's 6 to 11, Waterproofed Leather Sole...... $2.60 
Canoe Moccasin-——Same, without sole 
X140—Boys’ Black Elk Waterproof..........0....... $2.45 
X120—Men's, Black Elk Waterproof.................. $2.60 
BLOG SHOE COMPANY, Inc. 


147 DUANE STREET 
& 








One of our many 
attractive new early 
fail numbers 


Short vamp only, 21/8 spike 
and 14/8 baby heels. Sizes 
: 8. 


~” "$2.10 


We also have imported 
sandals and whites in stock 
for immediate delivery. 





pin 


chrome, 
seal and silk kid trim. 
Black suede calf, pin seal 
and silk kid trim. 


Black patent 


B. Friedman Shoe Co. 
109 Reade St., New York City 
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“COMPO” R 0 P 
« 
. egent Upera Fumps 
. Song York Stock The —_—€o—:*:*~*~*s ; ‘atic 
my, Nile” IN STOCK READY TO SHIP 
~~, Department ile ae 
R-12916 Patent Leather Louis $3.40 
"Kid Boots” R-12910 As above Baby 3.40 < 
R-12926 Black Satin THuis 3.40 
Genuine R-12920 As above Baby 3.40 
Goodyear R-12986 Kaffor Kid Louis 3.40 
R-12980 As above Baby 3.40 
Welts R-12996 Black Moire Louis 3.50 
R-129M6 White Moir« louis 3.65 
R-12916 White Kid Louis 3.65 
R-12910 As above Baby 3.65 
In Patent, Gunmetal, Tan : R-12956 White Satin Louis 3.65 
eik. ; Novelty Footwear Now in ALL ON THE MODIFIED TOE LAST 
» oo eae fa Demand — In Stock louis Heels—AA to C 
z a 7185—Patent, baby heel, $2.90 Baby Heels—A toc — § 
5 to 8—81.75 718G—Patent, high heel, 2.90 ? 
8% to 11—82.00 7187—Kaffor kid, baby heel $2.90 Write or wire orders { 
718S—Kaffor kid, high heel 82.90 
ith 31 Lazarus Fried & Sons, Inc 
LION SHOE COMPANY, Inc. 118 Duane St. ? ° 
120 DUANE STREET NEW YORK 
' a 
a White Kids Are in Demand FINAL CLEANUP , 
\ Saks Has Them in Stock PRICE $2 75 
af 
7 ; { 
| j High Grade McKays Imported 
Czecho 
AA to C $4.00 Sandals 
In Stock 
, 
cong No. 334—White kid center buckle, stripping around vamp and quar- 
wick ter, high grade McKay, modified toe, 15/8 spike heel. 
No. 333—White kid center buckle, stripping around vamp and quar White and Patent Leather Natural and White 4 
ter, high grade McKay, modified toe, 20/8 spike heel. All White Spike and Cuban Heels . 
High grade turn pumps also in stock. Natural and Brown 
7 “cy ~~ > 
a SAK Sp shor E CORP J. WEISS SHOE CO. 
AN WYO 137 DUANE STREET NEW YORK CITY 
144 DU My ITSNE - weir RK . P 
* cl 
= = Pa 
P 9 of, of your customers are looking for... 
ny Dr. Campbell's Boys Oxfords 
with té& 4 
rly 
10 Iron Spartan Gold Spot Soles noe cell 
: 3466—Boys’ Tan Calf Ox- "O 
= ford, widths B to D, sizes 
izes 1 to 6 “Queen of all — 
3470—Boys’ Black Calf < 
Oxford, widths B to D, In original balloon and new 
sizes | to 6. modified toes. 4 
3472— aor Tan Elk Ox- Wherever there are women who ‘ 
ford, widths B to D, sizes dance—there the DANCETTE Pump 
rted | to 6 sells big. It’s the hest fitting, 
ock most comfortable and most popular The“D oe 
y. . pump in medium-priced footwear. ad jancette 
Price $3.60 Carried in stock in non senthen, 
Samples cone prepaid ban wv eenstt eee satin, and Kaffor Kid. Made to order in any materials q 
Widths AA, A, B, ¢ $3.25 
enieaili seetiipelittipebinadiannes 
2y POWELL & CAMPBELL ( _ Duane:Shos Gm 143 DUANE ST. { 
122 DUANE STREET ESTABLISHED 1879 PANY vew YORK CITY . 
a 
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oer er mer te 


WHERE TO BUY 
Men’s Shoes 








87 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


zat 














Sowv ow 


Terri F 


CO=- BROCKTON MASS 





SHOE 


M. A. PACKARDCO., Makers 
BROCKTON 








NETTLETON 
Shoes of. Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY 


{| 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 


























Little Lindy’s Shoes 





Four pairs of tiny boots and slippers created for the son of Colonel and Mrs. 
Lindbergh by Delman of New York 








Whites and Sandals Popular 


LOUISVILLE (UTPS) — Louisville wo- 


men are gaily shod this summer. White 
is almost’ universally worn, both 
pumps, strap slippers and_ sandals. 
Woven sandals come in smart combina- 
tions of white and tan, white and black, 
as well as the all white and a few white 
and blues and white and greens are seen 
in the stores. 

The more exclusive shops are showing 
very smart linen pumps in natural 
tones, white and pastel shades. Some 
have delicate designs in embroidery in 
either matching or contrasting colors. 
The newest thing in footwear, that is 
proving very popular, is an exquisite 
sport pump, of perforated leather in the 
daintiest pastel tints of pink, blue, 
green, yellow and lavender. 

Men’s shoes also show the flair for 
gayer clothes. Sport shoes are con- 
stantly increasing in demand. Very 
smart ones are sold in combinations of 
white and tan or white and black, while 
the imported woven sandals, very trim 
of line, bid fair to be almost as popular 
with men as with women. 

Business conditions generally are im- 
proving and both the Boston Shoe Store 
and the Arch Preserver, with others 
reported a fine business this season 
with a satisfactory outlook for the fall. 


George W. Heck Dies 


MIFFLIN, PA.—George W. Heck, for 
nearly 20 years engaged in the retail 
shoe trade here, died on June 22. He 
is survived by a daughter. Mr. Heck 
was 81 years of age and was widely 
known. He was the oldest member of 
Union Lodge No. 324. F. & A. M., and an 
honorary member of Bellview Lodge No. 
397, I. O. O. F., of Juniata. He served 
in the civil war enlisting when barely 
16 years of age, and served in Sheri- 
dan’s army. Interment took place here 
on his 81st birthday anniversay, the 
Masons conducting the services. 


Veteran Merchant Dies 


GREENTOWN, IND.—John A. Martin, 
77 years old, oldest merchant here, died 


recently. He had been in the shoe busi- | 


ness 43 years and was widely known in 
this section. He is survived by the 
widow, a daughter and a stepdaughter. 
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White Kids and Linens 


INDIANAPOLIS, IND. (UTPS)—Linen 
and white kid footwear are by far the 
most popular in the H. P. Wasson & 
Company’s shoe section. Regent pumps 
with high heels have a good following, 
while white sandals with T strap and 
one strap are holding their own. Shoe 
dealers in general are featuring white 
sandal effects although linen is the most 
popular at present with all merchants. 
F. M. Futrelle, manager of the shoe sec- 
tion at Wasson’s, says that linen foot- 
wear will outsell all other numbers 
during the summer season. 


Marott Features Linen Sport 
Shoes for Men 


INDIANAPOLIS, IND. (UTPS)—A new 
sport shoe for men, in linen with leather 
wing tips, leather lace stay and leather 
foxing, in black and tan is the newest 
thing at Marott’s Shoe Shop. Men of 
all ages are wearing sport shoes and the 
new number is coming in for its share 
of popularity. 

Riding boots, in tan preferably are 
selling better than anticipated and the 
sales are well ahead of last year. 


Back to Business 


ROCHESTER, N. Y.—Oliver E. DeRid 
der, president of E. P. Reed & Co., Inc., 
has returned to business following an 
absence due to illness. Mr. DeRidder 
is now in excellent health and expressed 
great pleasure at being able to resume 
his active duties as executive head of 
the company. He received a warm wel- 
come on his return from the entire fac- 
tory and sales organization. 

Lester H. Reed, secretary of the com 
pany, has performed much of the work 
which usually devolves upon Mr. De 
Ridder during the latter’s absence. 





E. M. Schone Sails for 
Europe 


New YorkK—Edward M. Salomon of 
Salomon & Phillips, sailed for Europe 


| on June 27 by the S. S. “Majestic.” Mr. 


Salomon is making his usual visit to his 
co-workers abroad, and as a result of 
his trip expects to develop some inter- 
esting style forecasts in leathers. 
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Boor , 
combil 


Fashionable poise and comfortable 














A NATURAL, COMFORTABLE STRIDE 


freedom of 


motion with 


be 
FORM FITTING 
HEEL 


AND 
FULL-FLEXIBILITY OF 


OncgQ. 


INNERSOLES 








A free and natural stride cannot be 
attained when shoes slip at the heel. 
The resulting friction causes annoy- 





OncQ. 





THE PERFECT INNERSOLE 


LIGHTER IN 
WEIGHT 


MOISTURE 
ABSORBENT 


WILL NOT 
DRAW THE FEET 


Mann 


PERMANENTLY 
FLEXIBLE 


CUSHIONED 
RESILIENCY 


RETAINS ITS 
SHAPE 


UNIFORM 
IN QUALITY 
AND THICKNESS 


New York City 
233 Broadway 
Atlanta. Ga. 
1023 Candler Bldg. 
San Francisco, Cal. 
58 Sutter Street 
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ing pain and leads to much 
customer dissatisfaction. 


Through the permanent flex- 
ibility of Onco Innersoles, 
slipping at the heel can be 
eliminated and a comfort- 
able form-fitting heel ob- 
tained. 

customer 
specifying 
your 


Assure yourself 
satisfaction by 
Onco Innersoles with 
next order. 





FOUNDED 1852 
— 
Portland. aine 
BRANCH OFFICES 
Chicago, tl! 


So. Dearborn Street 
Pittsburgh, Pa. 
1012 Areade Bidg. 1626 Oliver Bidg. 
Minneapolis, Minn. Montreal, P. Q. 
736 Plymouth Bidg. 509 New Birks Bldg. 


Boston, Mass. 
76 Lincoln Street 110 
St. Louis, Mo. 
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WHERE TO BUY 
Men’s Shoes 
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“A MAN'S DECISION” 
THE 


w a 
oo ¥ eo 
Men's 
Fine 
Shoes 
Old 
Colony 
Co. 
Brockton, 
Mass. 


SHOE 


Boston—183 Eesex Street 





N. Y.—15-917 Marbridge Bldg. 








WHERE TO BUY 


Women’s Shoes 


8 Oe ee 





Ultra-Smart Sandals 


Cempilete color 
combinations 
Unusual 
Profits 
Write direct 


BIARRITZ SANDALS, INC. 
83 West 27th St. New York 








CUSHION SHOES 


FOR WOMEN 
THE JOHN EBBERTS SHOE CO., 
IN 8ST 


INC. 
Buffalo, N. Y. OCK 
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WHERE TO BUY 


Shoe Forms 


eet eth hl eh i i i 


ge Jorms 
— Shoes and Hosiery 


made of white, 
transparent or colored 


FAIRYLITE 


Shoe Form Co., Ine., Auburn, N. Y. 
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WHERE TO BUY 


Store Fixtures 


NEW GOODWIN CATALOG 
STORI 
ind STORI 


PINT ORES 
INSTALLATIONS 
L. GOODWIN & ¢ 

Worcest 


of SHOE 


In a shoe department in which fre- 
quent turnover is essential to success, 
why not so arrange the stock as to 
make it easy for customers to select 
their purchases with a minimum ex- 
penditure of time and trouble? 

Having asked this question, Joseph 
Glaser, who buys and merchandises all 
the women’s shoes sold in the bargain 
basement of the Jordan Marsh store in 
Boston, answered it by introducing the 
display racks illustrated with this ar- 
ticle. The effect of this move has 
been to cut down by about thirty per 
cent the time consumed by each woman 
in making her selection, with an al- 
most equal increase in sales volume on 
those days when crowded conditions 
might otherwise have discouraged 
many prospects from becoming pur- 
chasers. 

Pairs of shoes, tied together with a 
stout but small sized cord, are hung on 
these racks, merely by slipping the 
cord into one of the slanting slots cut 
into the upright pieces of wood. There 
| are 34 of these uprights, arranged in 

pairs, and each upright has 15 slots. 

If used for children’s shoes, each rack, 

therefore, will accommodate 15 times 
/ 34, or more than 400 pairs—yet the 

entire rack is only about six feet long 
| and four feet eight inches high. Used 
for women’s and men’s shoes, however, 
it it better to hang shoes in every other 
slot and on the waneenbacatin pairs of 


| White Kids and Sandals Stand 
Out in Des Moines 


Des MOoINEs, IowA (UTPS)—Im- 
ported sandals and white kid shoes in 
medium priced lines have been the out- 
standing items the past week in the ex- 
perience of James Tyler, head of 
Younker Bros, basement shoe denart- 
ment and secretary of the Des Moines 
Shoe Retailers’ Association. 

These lines have been promoted ex- 
tensively during the opening of Youn- 
ker’s greater basement store, which has 
| been featured by special sales through- 
| out the week. In the enlargement of 

the entire basement special space was 
| given the shoe department, practically 

double the size of the section formerly 
occupied. 

Sandals in several different 
and colors have been popular in the 
| $38, $4 and $5 price groups, while 
| higher priced sandals not handled by 
this department have not been ac- 
cepted so readily in this section, ac- 
| cording to Mr. Tyler. 

White kid pumps and strap shoes 
with medium or Cuban heels have been 
real volume items during the month of 
June. While other types, as blonds 
and blacks, have still been in partial 
demand, the two leading styles have 
far overshadowed all others. 

Featuring the opening of Younkers’ 
preater basement store were several 
double page ads, extensive newspaper 
write-ups and pictures of the various 
departments. Water-washed air, from 
a newly installed system, due to the 
discovery of an underground stream 
during the excavation process, keeps 
the shoe department and the entire 
| basement 10 degrees cooler than the 
| street. 








styles 
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| uprights. 





| rack are eight inches wide. 
| horizontal shelves are nine inches wide 


| stories in height. 
| moved into the second and third floo 
| to 
| other parts of the 
| mainder 





Show Shoes on Racks 


[CONTINUED FROM PAGE 47] 


In this way, approximately 
140 pairs of adult shoes can be dis- 
played at one time. 

As used in the bargain basement of 
the Jordan Marsh store, each rack is 
used for not more than three sizes and 
the sizes to be found on each rack are 
plainly marked on a large card at- 
tached to the top of the rack. 

Furthermore, the racks themselves 
are so arranged on the selling floor as 
to be only a few steps from the re- 
serve stock of the same sizes, kept on 
regular shelving. It is the duty of 
some of the members of the selling 
force to fill the gaps on the racks cre- 
ated by sales, so that the fullest pos- 
sible stock is carried in plain view «t 
all times. 

Another feature of the arrangement 


| of racks on the floor is that, wherever 


possible, the rack is placed between the 


| seating and the rest of the basement 


so that women customers have a degr:e 
of privacy while fitting themselves. 
As built for Mr. Glaser, plane-fi.- 
ished lumber three-quarters of an inch 
thick was used throughout. The two 
vertical boards forming the legs of tie 
i The tvo 


The vertical strips are three-quarte’'s 
of an inch thick and.one and one-half 
inches wide. These fit into rectangular 


; holes in the horizontal top and bottom 


shelves, the holes being the same size 
as the vertical strips—one and one-haif 
inches wide by three-quarters of an 


| inch thick. The notches in the vertical 
| strips of wood are put in with a saw 
| at an angle of forty-five degrees and 
| go about half way through the strip 


After being built, these racks can /e 


| stained or painted or enameled to (it 


into any color scheme and can be re- 
colored at will if the color scheme of 
the store interior is changed. 


Factory Addition Nears 
Completion 


DAYTON, OHIO (UTPS)—Construv- 


| tion of a three-story brick addition t» 
| the plant of the Krippendorf-Dittman 


Shoe Co., Xenia, near here, will 
completed within 30 days, officials ha 
announced. 

The addition is 40 x 100 feet, three 
Machinery will | 
congested conditions in 

plant. The re- 
of the building will be use: 
for storage. Completion of the addition 
will mean final abandonment of the 
company’s plant in Cincinnati. 

The Krippendorf-Dittman Shoe C». 
several years ago acquired the Xenia 
Shoe Manufacturing Co., and since has 
been placing all its manufacturing o)- 
erations in the Xenia plant. 


eliminate 


Adopt Early Closing 


NEw HAVEN, Conn. (UTPS)—Seven 
shoe retailers have joined with oth 
New Haven merchants in observing a 
1 o’clock closing hour on Saturday aft- 
ernoons. The stores participating are: 
Arch Aid Shoe Shop, Arch Preserver 
Shoes, Dr. Kahler Shoe Shop, John P. 
Lund Co., I. Miller, M. Myers & Si 
and Walk Over Shoe Shop. 
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SIX MILLION READERS 


SOMETHING MORE THAN 
JUST SHOES 


Trade Builders are an advertised 
Standard of Value. We tell the 
men in six million homes about 
them every month of the year. 
Thousands of these men are in 
your trading radius. Buy Trade 
Builders. Serve these men and 
take the profit. 


merchandising 
features of 
“Trade Builders’ 





TRADE BUILDERS WEAR 
ON THE INSIDE TOO 


The Grain Leather Combination 
Counter Pocket and Back Stay is 
an Exclusive Trade Builder Fea- 
ture. Men like it. It saves the 
lining and saves the sox. Our 
super fitting Last with the pat- 
ented special steel shank provides 
comfort men demand today in 
footwear. 


Builder 
| Combination Grain Leather 
| Counter Pocket &Heel Stay 





TOM 


A soft, easy fitting, genuine Black 
Kid Shoe with all the exclusive 
Trade Builder features at $3.50 
per pair. 


If you sell Men's 85.00 shoes, 
your stock is incomplete without 


M. T. Shaw, Inc. 
COLDWATER - MICH. 


=— _— 


WHITE LINEN 
ONE STRAP 
WHITE KIP APPLIQUE 
$4.25 


REGULAR 
CONSTRUCTION 








SEND FOR 
CATALOGUE 


Combination Last 
AA to D 


“MADE IN PHILA. BY MASTER CRAFTSMEN” 
C. S. GIBBON CO., Inc. o— 
. 54 No. 4th St., Phila., Pa. ed 
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by 
WZ wisiv ong 


Velvet Mat Kid 


Turn Sole 


This Perfect Fitting 
Pump Is 


IN STOCK 


AAAA6 to8 
AAAS t0o8 
AA 41% to 8 
A4 t08 
B3% to 7% 
C3% to 7% 


$6.75 Terms Net 


Wire or Write 


D. Armstrong & Co., 


155 Exchange Street, Rochester, New York 





ZUNE 











WHERE TO BUY) 


Men’s & Women’s 
Slippers 





IN-STOCK Women’s D’Orsay 





Slippers 
In a wide variety of 
colors — Combining style 
with comfort. Created by 


the manufacturers’ of 


Por Leee. 


Pullman Slippers 
Nationally known 


BALTIMORE, MD. 
Marbridge Bidg. 


Samples 
and Prices 
on Request 


SWAN SHOE CO., INC. 
Manufacturers 
New York Office—Room 551, 


IN STOCI 


FOR IMMEDIATE DELIVERY 
Sizes 2%-8 
Take advantage of the 
finest quality line at 
exceedingly low prices in 
these 
unusually 
smart Hand 
Turned Pat- 
terns of 
black kid 
and good 
soles 























Packed in 
18 or 36 
pair cases 






Write for 
sample 
pairs 

The Norridgewock Shoe Co., Inc. 
NORRIDGEWOCK, MAINE 


COOOOOOOOOOOOOOOOLE 












“DUN- 
DEER” 


“ae 












The New C 
Sammer-Time 
Hand-Made Sandal 
White Elk, Unlined........... $3.25 
White Kid, Vici Lined........ 

(Two Weeks Delivery) 
@<. B. EVANS’ SON O0., Wakefield, Mass. 

COOGEE EOSE 











MEN’S FINE 
HAND TURNED 
SLIPPERS 
Manufactured 
by 


W. S. CHASE & SONS 
Haverhill, Mass. 
Besten Office: Reom 501, Statler Bldg. 








Prices trom 
92.15 te $3.50 














Boudoir Slippers In Stock 
NUSUAL VALUES 
Sizes 8 to 8 





@ 
Om w ARTS a ww INC, 
ati No. lith St., Philadelphia, Pa. 











smaller net profit and net gain on net 


worth, which for both department and 
specialty stores was lower in 1929 than 
in 1928. For department stores the 
typical percentage of net gain to net 
worth varied from 5.0 per cent for 
some of the smaller stores to 11.3 per 
cent for the stores with sales of $10,- 
000,000 and over. Specialty stores, on 
the average, earned somewhat more; 
that is, from 6.5 per cent to 14.0 per 
cent. Here again the best showing was 
made by the largest stores, those with 
sales of $2,000,000 or more. 

“Department stores with sales of less 
than $1,000,000 earned barely 6 per 
cent on the money invested by their 
owners, and the stores with sales of 
more than $10,000,000 were the only 
ones able to average more than 10 per 
cent on their net worth. 

“6. SALES VOLUME AND ITS EFFECTS 
ON OPERATING RESULTS—In 1929 the 
smallest stores tended to suffer the 
largest net losses in percentage to 
sales, and the largest stores to earn the 
largest profits. This variation was 
fairly regular throughout the volume 
range, and it was true for both depart- 
ment and specialty stores, as is shown 
by Tables 20 and 23, pages 40 and 43 
respectively. 

“In general, it seems that the differ- 
ence in profit which accompanied differ- 
ences in sales volume were due more 
to gross margin than to expense. The 
larger stores operated under a handi- 


| cap in the form of high expenses, but 


were able more than to offset this by 
relatively high margins. These con- 
clusions are directly in accord with 
those for preceding years.” 

In considering the trends in margin, 
expense and profit revealed by the sur- 
vey, the report says in part: 

“Since store managers, during these 
years, presumably have been taking the 
customary steps to reduce the rate of 





Progress Toward 
Recovery 


We can report that John C. 
McKeon, director of Laird Scho- 
ber & Company has turned the 
crisis in his very serious illness. 
He was taken sick with typhoid, 
which later developed into pleu- 
risy. 

He passed the crisis this week 
and the doctors now say that his 
condition is steadily improving. 

Thomas S. Childs of Holyoke, 
Mass., has been somewhat out of 
the business picture for the last 
year and a half. A series of 
physical troubles—that started 
with pneumonia and developed 
into anemia and which now seems 
to be a difficulty with the kidneys 
and heart muscles—have kept 
him confined to his bed. He is in 
no serious pain and is showing 
real, substantial progress to- 
wards health. He keeps steadily 
in touch with business and with 
his many friends in the trade. 
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Points to Peril of Rising Costs 
[CONTINUED FROM PAGE 57] 


| expense 
| sales was reflected in the return on net | 








| Stratford avenue. 
| is proprietor. 
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and to increase the rate of 
gross margin, apparently some more 
drastic and thoroughgoing change in 
the management policies of many ot 
these stores must be made. It seems, 
also, that the forces at work are funda 
mental and pervasive, tending to affec 
stores of all sizes, and hence that som: 
major external influences may be in- 
volved. Moreover, in view of the fact 
that the department stores with sale 
of $2,000,000 and over have made ni 
net increase in the average rate o 
gross margin during the past thre 
ycars and that smaller stores have mad: 
only trifling increases, department 
stores may have expanded the rate o! 
gross margin to approximately th 
limit, so that further increases in ex 
penses cannot take place without elimi 
nating net profit. 

“For several years, in these annua 
bulletins, the bureau has been calling 
attention to the increases in the operat 
ing expenses of stores and to the de- 
creases in the rates of net profit. Ther: 
are several fundamental factors at 
work which may be contributing to th« 
problems of the department store trade. 
Among these factors are chain compe 
tition, the gradually falling price level, 
and the tendency noted in many quar 


| ters for stores to trade down and fo. 
| customers to buy less expensive mer 


chandise. It would be premature t 
say, however, that the problems created 
by these developments cannot be solved. 
but the figures suggest that store exec- 
utives have made very little progress 
in solving them. 

“Possibly the lack of progress has 
been due to a failure to see the prob- 
lems of the trade in proper perspective 
and to perceive the fundamental natur: 
of the changes which may be required 
to adapt the department store to pres- 
ent-day conditions. For example, it 
may be necessary to increase the effec- 
tiveness of personnel and to change bas- 
ically store organization and merchan- 
dising procedure. One must not lose 
sight of the fact that these unfavor- 
able trends in expense and profit have 
continued during some of the most 
prosperous years in the recent experi- 


' ence of the country.” 


Max Ferschtman Manager 


LINCOLN, NEB.—Max Ferschtman has 
been put in charge of the shoe depart- 
ment of Parke-Brown Company of Lin- 
coln, Neb. Mr. Ferschtman has had ex- 
tensive training along this line, having 
been associated with Brandeis’ depart- 
ment store in Omaha and The Grand 
Leader Department Store at Lincoln, 





| Neb. 


Occupies New Store 


BRIDGEPORT, CONN. (UTPS)— 
Schneider’s Boot Shop has moved into 
a new shop at 1164 Stratford avenue. 
The store is 28 feet front and 50 feet 
depth. Former quarters were at 1150 
Samuel Schneider 
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RK. H. 
Crow 
Newe' 
Gram 


J. H. 


Stew: 
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Service to you on ACCEPTANCE 


QBIINELY tailored BOND 
STREET Spats enjoy that € 
acceptance which eliminates any ¢@ 
question of correctness or quality ,; 
in the customer’s mind. Their 
nationwide recognition prompts 
countless well-dressed, critical 
men to ask for them by name. 


eo 
The crowning value at Styled in England, cut from authoritative patterns, 


flawlessly tailored from the best of materials. Mer- 


$ sf | chants, for these reasons, can offer these truly fine 
to " | spats confident that nowhere can smarter, better 
retail | spats than BOND STREETS be found. 
| A widened selling range, ($1.50 to $5.00), makes 
| it unnecessary to carry a line falling short of the 
BOND STREET standards. Write today for full 
details of the line and merchandising plan. THE 
WILLIAMS MFG. COMPANY, Portsmouth, Ohio, 
U. S. A. 

























BOND STREET ADVERTISING 


This year’s merchandising program (the biggest 

and most unique spat campaign ever launched) 

will include timely, interesting weekly broadcasts 

over a national radio hook-up, a consistent sche- 

dule in The Saturday Evening Post and Vanity 

| Fair, new attractive packages, window and counter cards and 
other effective merchandising helps. 











THE CAMPUS 


A popular style for the discriminating 


young collegian. The last is conserva- ee ss ‘ ¢ 
tively broad with the new short coupled taxes ; , 
effect now in vogue. To be had in both eM x F ‘ i 
black and tan calf, with prime oak sole } : h 
eS es ees hae | en P : 
et sad .y 


and calf quarter lining. : 


THE [LEVERENZ SHOE CO., Mfrs. 


Sheboygan, Wis. 


te r a a 
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40-46 West 25th St. 


Os 


WHERE TO BUY 


Men’s & Women’s 
Slippers 


6 ee Eee 


High Grade Turn Mules 
and D’Orsays 





Catalogue sent on 
request 


Paristyle Footwear Mfg. Co., Inc. 
Factory and Salesroom 


New York City 











Colors in Stock 
81.25 $1.85 


Send for 
Samples 


STAR FOOTWEAR MFG. CO, 
50-54 No. Fourth St., Philadelphia 


Soft Sole Slippers 











An Absolute Fact 





HORC 


SLIPPER 


per pair 
HORCO SLIPPERS are made better 


—and sell better—than any other 
slippers on the market in the popu- 
lar price class. 

Samples on Request 


VINCENT HORWITZ CO., Inc. 
64-76 West 28rd 8t. New York City 
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WHERE TO BUY 
Athletic Shoes 


i el eli ee li eed elie endl eel eel elie elie inl 


€@THCO 


GOLF SHOES 
No. C340—All sizes in stock 
for immediate delivery. 
Write today for complete 
catalog of ATHCO Ath- 
} letic Shoes. 
Athletic Shoe Co. 
914N.MarshfieldAve. 
Chicago, Ill. 
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WHERE TO BUY 


Dancing Sandals 








Leather Stocks Increase 


New York.—Total stocks of 
finished cattle hide leather in 
hands of tanners at the end of 
May were higher than at any 
time during the preceding twelve 
months, according to a current 
statistical report of the New 
York Hide Exchange. Total 
stocks have shown a continuous 
increase each month since Sep- 
tember, 1929, at which time the 
total stocks of sole, belting and 
upper leather were equivalent to 
3,351,000 hides, compared with 
4,336,000 hides at the end of May, 
and 4,296,000 hides at the end of 
April, this year. 

In subdividing the stocks as of 
May 3lst, it is shown that the 
sole and belting leather stocks in- 
creased about 314 per cent over 
April, while the upper leather 
stocks, according to preliminary 
figures, show a decrease of ap- 
proximately 344 per cent against 
the April stocks of this class of 
leather. 











New Heels for Fall 


[CONTINUED FROM PAGE 48] 


imperative by the consumer. After the 
summer leisure and the week-end re- 
laxation and comfort of selling punched 
and sandal type footwear, merchants 
must clear for seasonable purchases 
with all the necessary changes. These 
changes are brought about by two 
things, namely, winter occupation and 
winter events. 

Events, whether social or sportive, 
cast their aura on all merchandise from 
wearing apparel to machinery; there- 
fore the spirit of the trends shows the 
way of progress in merchandise. Be- 
cause of the freedom of the body and 
the adopting of a classic theme of dress, 
the balance of the body must be in the 
spirit of the gown expression. Hence 
the lower heel or the appearance of the 
lower heel. 

As all reflected fashions must neces- 


| sarily be brought up to date, a modern- 


ized introduction of line is imperative. 
Hence new heel contours. It will be 
found that the top lift in extremely 
high heels always has a sloping edge 
line, while the new Continental Louis 
has an irresistible base line. 








CORRECTION 
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DANCING SANDALS 
(ALSO USED IN GYM 
CLASSES) 

No. 188.—Made in pearl, tan 
or black suede. Also made 
in black kid. Pearl and tan 
carried in stock. Price, 
70¢. Red, Blue, Green 

and Purple, 85e. 


BROOKS SHOE MFG. CO. 
Ritmer and Swanson Sts., Philadelphia, Pa. 




















The illustration of the shoe 
shown and described at the top 
of the advertisement of C. S. 
Gibbon Company appearing in 
the In Stock section of the Re- 
corder of June 21 was incorrect 
in pattern. The shoe that should 
have appeared in this place is the 
one illustrated here. 
















| Plain Figures vs. Guessology 


in Retailing 
[CONTINUED FRO’ + 89] 


sell the 8 additi s without 


| added expense.” 


“And what’s the us nyway!”’ 
Clyde exclaimed. “Sup, 2 do al! 
that. We'd still have o same 


gross profit.” 
“In fact,” said Charley, »., 
I have just about concluded—: 
is serious—it would be much s+ 
raise prices rather than lower « 
“Look at our chart again, Jad 
we raised our price 5 per cent, fu: 





| $10.00 to $10.50, we could even lose 


| at $10.50—that’s 





per cent of our pairs and 7 per cent v! 
our dollar sales. We'd still be as wel! 
off in the bank. 

“In other words, if we sold 22 paif® 
$231.00—we’d mak 
the same gross profit, $100.00, as if we 
sold 25 pairs at $10.00—that’s $250.00. 

“This whole thing shows up so clear], 
what a whale of a difference a fev 
cents in the retail price makes. I’n 
afraid we price our shoes too hurriedly 
And hereafter, before we change a 
price, we’re going to use a little arith 
metic first.” 

“Now you're talking sense,” said ol 
Jim Bowman. After all, business is 
arithmetic. Yet thirty years ago th« 
shoe man who figured things out was 
dubbed a ‘theoretical chap’ by the self- 
styled ‘practical’ shoe man who thought 
he could guess his way to success. 

“Too many of them stubbed thei! 
financial toe on this same rock of ‘mak 
ing more profit by lowering prices.’ 

“Their gospel was, ‘Lower prices 
mean volume; volume means profit. 
Lower prices will crush competition 
and trade will flock in here by the thou- 
sands! With so much money coming in 
we can’t help getting rich!” 

“But competition has a nasty way of 
refusing to be crushed. Customers 
don’t always flock where they should 
flock. Lots of money coming in doesn’t 
mean that any of it stays in. Most of 
the old time price cutters finally ac- 
quired the epitaph: ‘Another noble ex- 
periment gone wrong.’ 

“Just between us three, a little arith- 
metic like this chart beats the best 
guesser in the world.” 





Shoe Men Interested in Mas- 
sachusetts Tercentenary 


HAVERHILL, MaAss.—The celebration 
of the 300th anniversary of the settle- 
ment of the Massachusetts Bay Colony, 
held here June 27th and 28th, found 
the shoe industry playing a prominent 
part. The pageantry depicting the rise 
and advancement of the shoe industry 
was one of the predominant features 
of the observance. 

Shoetown features in the parade of 
June 28 were an original 10-foot shoe 
shop of 1850 entered by the United 
Shoe Machinery Corporation; exact 
replicas of Haverhill modern cement 
factories by the Massachusetts Cities 
Realty Company; huge floats by the 
Grenada Shoe plant, a first prize win- 
ner; Clinton Shoe Co., Ornsteen Shoe 
Co., Knipe Bros., Inc., and Haverhill 
Shoe Manufacturers’ Association. 

Local factories were open to public 
inspection on the celebration days. 
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“IDA-TIME $ 


~ IN STOCK 


os At Time Slippers are Hand Turned with First Quality Leather Soles, steel 


ime 


LIPPERS 


and Leather Counters, made on Combination Lasts That Really Fit Feet 















_ PROGRESSIVE MERCHANTS REALIZE THEY ARE NOT XMAS 
SLIPPERS BUT VOLUME PRODUCERS ALL THE TIME 
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The De Orsey The Grand Slam De Luxe Grade 
ul 
re]! Hand Lasted, Fine Quality Kid Up- \n Ideal Hot Weather Slipper. Selected Kid Upper Stock, Gen 
fe pers, Fast Colored Satin Lining. For Pajama Wear Bridge or uine Kid Lining Toe to l 
Guaranteed to Wear Teas at ome Full Breasted Low Full Spanish Heel 
: In Stock A and C Widths. Spanish Heel, Kid iines ; In Stock 
Irs Red Kid, Green Kid, Blue In Stock A, B and C Widths. A,B and C Widths, $3.00 
ike Kid, Purple Kid, Bla‘k Kid, 1 k Satin. $3.00; Black Red Kid Blue Kid 
Patent Kid, $3.25; Red Kid,  fireen Kid, Black Kid 
we $2.65 \.$3.50; Blue $3.50 ‘urple Kid, Patent 
00 5% 30 days I Kid 
rly 
- 5% 30 days 
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as WE WANT SIDE LINE MEN 


it _ —__—_— — = — — ee — 


WHO CAN PRODUCE 


‘ SACHS ano VIGORITH, INC. 


1401 Central Parkway, Cincinnati, Ohio 














t 42°. 43° Streets West of Broadway 
A New and Better Hotel for Times Square 


Not alone new in construction and 





















. equipment, but new in conception of 
service and comfort to its guests. Di- 
rected by S. Gregory Taylor, who has 
made such enviable successes of the 

; Hotels Montcla!: and Buckingham. 

l Single Kooms 

t with tub and shower 

> $4 $ $ 

r 3, 4 and 5 

; 





Double Rooms 


with tub and shower 
$a $ $ 
4, 5 ond 6 
A few terraced rooms and suites, 


exceptionally large closets, oo 
an attractive monthly basis. 


RADIO IN EVERY ROOM 


PA Vv ~? Entrances on 42nd and 43rd Sts 


CENTRAL UNION BUS TERMINAL 


LOCATED IN THE DIXIE HOTEL BUS CONNECTIONS FOR ALL POINTS IN THE UNITED STATES 
























IN STOCK “icunp- 
We will ship sample assortments of 


our best sellers in a variety of colors 
and heels on ten days’ approval. 
















No. 400—Cuban Heel, 
$15.00 per dozen. 





No. 206— 
High Cuban 
Heel, $21.00 
per dozen. 


Same can be had 
in Louis Heel, 
our No. 506. 









No. 610—'*The 
Athlete’’ for 
Men's use in 
gym, locker 
room and for 
$11.50 per dozen. 


} men also, No. 600, $11.50 

No. per lozen and No. 600X, 

High Cuban $13.50 per dozen, made with 
al 


Heel, $18.00 as on No. 400. 


per dozen. 


two stray 


Same can be had 
in Louis Heel, our 
No. 501. 


$11.50; 


Other lo als, 
$15.00 per 


y hee 
other high heels, 
dozen 


GOLD SEAL BAREFOOT SANDALS 
722 Broadway, New York City 





——3 
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WHERE TO BUY 
Ballet Slippers 


4) 


* 


*KENDALL ano%ter | 
BALLET ——_—_ 
4 sideline of 


BALLET 
SLIPPERS 





WILL PROVE 
4 MONEY 
MAKER 


IN 
STOCK 
Orders filled say reovtect 
SEND FOR CIRCULAR DEPT. C. 











| runway mounted on top of a double 








-* SHOE COMPANY + 


KENDALL 
——__MAVERMILL, MASS. 


' old timers and new timers present and 





Soft Toe Ballet Slip- 
per and all types of 
dancing footwear re- 
quired by teachers 
and profession- 
als. At once de- 
livery. Send for 





Coast Representative: 
MR. A. F. WINSLOW 
5177 Casper Avenue 


Eagle Reek, Los Angeles, 
Callfernis 























Soft Toe 
Turn 
Ballets 
Black Kid 


Lefts and Rights Expertly Designed 
Misses & 


00 
SHOE CO., Manufacturers 
1915 Girard St., Chieage 








In Stock Black Ballet 
ippers 

Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 

BLOG SHOE CO., INC. 
147 Duane Street, 

New York City 











Rights and Lefts 


Two Grades 


Wom. Miss. 
$1.50 $1.45 
1.35 1.30 


In Stock 
135 West Monroe 


Chi. 
$1.40 
1.25 


Chicago, Il. 











Boston Gets the Break 
[CONTINUED FROM PAGE 35] 


The arrangement of the foyer and 
ballroom at the Statler was almost 
identical with that of last year, the 
ballroom feature being an ingenious 


row of display cases. When not in use 
the runway was raised high in the air 
and special flood lights illuminated the 
cabinet displays underneath. When it 
was time for the show to go on, the 
runway came down to its proper level. 
This arrangement made available in- 
creased seating capacity for those 
wishing to see the runway perform- 
ance. Another innovation was the ab- 
sence of booths on one entire side of 
the ballroom, allowing the placing of 
several additional rows of chairs be- 
neath the balcony. 

An old-fashioned outing, harbor trip, 
baseball game called by rain, a propi- 
tious rainbow and a shore clambake 
held on the first day of the Boston Fair 
were under the auspices of the Boston 
Shoe Travelers Association. Four hun- 
dred participants, Stetson band, all the 


John S. Whittemore, president of the 
Boston Shoe Travelers Association, 
broadcast to the nation that there is 
something more than shoes at Boston 
Fair Week. 

His Honor, Mayor James M. Curley, 
presented to everyone at the outing a 
tercentenary souvenir suitably en- 
graved, “1630—Boston—1930” on a 
three-piece pewter salt and pepper set. 


| Linen Sport Shoe for Men 
Shown by O0-G 


CuicaGo—O’Connor & Goldberg ar 
showing a new linen sport shoe for mep 
that is extremely light and cool, 
Natural, tan and beige are the colors 

The lattice vamp is a strong favorite 
in women’s sandals in every conceiy. 
able color combination and of couirge 
white and perforations are still head. 
ing the list, with blue and green head. 
ing the colored models. 

Renard’s have a beautiful natur 
linen spectator shoe with cut-out w, 
and an overlay of narrow strips 
light bronze kid. Patent is again coming 
into its own in the darker class with 
many new models being displayed. Of 
especial note is a patent T strap slipper 
with strap and edging and overlay of 
watersnake. 

The modernistic craze is beginning 
to make itself strongly felt in the de. 
sign of shoes. Everywhere one sees 
curves, sharp points and square corners 
in the overlays and punched designs of 
the latest styles. The public wants it 
and the alert merchant must give it to 
them or his competitor will soon have 
all the trade. 

Considering everything, Chicago shoe 
men feel that the trade is in fair shape. 
As one merchant expressed it, “Last 
year we were up and we went down; 
this year we were down and we are 
going up.” 


Ray Bros. Open New Store 





Boston proves that the old spirit of 
hospitality delivered in the traditional | 
boat trip and shore dinner continues a 
welcome feature enjoyed by visiting 
buyers and salesmen. 


Visit Castle in Scotland 


NASHVILLE, TENN.—W. H. Wemyss, 
vice-president of Jarman Shoe Com- | 
pany, Nashville, Tenn., and. Mrs. 
Wemyss, have recently returned home 
after a two months’ stay in Europe in- 
cluding a visit to the ancestral Wemyss | 
castle on the North Sea in Scotland now | 
occupied by Admiral Wemyss and wife | 
and Captain Wemyss and wife, cousins 
of W. H. Wemyss. 





Reserve Stocks of Slippers 
Low 


NEW YORK —A _ prominent 
slipper manufacturer here has is- 
sued a statement calling attention 
to certain existing conditions in 
the industry and advising that, 
because of these conditions, orders 
be placed without delay. The 
statement says: 

“Buyers are, as you know, mer- 
chandising more closely than ever 
before. A great many have not 
yet placed their fall slipper or- 
ders. 

“Naturally, therefore, follow- 
ing this general trend, the slipper 
manufacturers of this country 
have not accumulated the custom- 
ary reserve stocks. And they 
cannot possibly manufacture, in 
the last few months of the year, 
all the slippers which will be 
needed.” 














70 


| 112 So. 


In the list of “New Shoe Dealers” in 
the June 21st BooT AND SHOE RECORDER 
appeared the name of Ray Bros., San 
Bernardino, Cal. In this connection 
Fred Bauschwitz, president of the com- 


| pany, makes the following statement: 


“Ray Brothers, Inc., was  incorpo- 


rated in 1924, and while it is true that 


H. K. Givens and I purchased the en- 
tire stock of Ray Brothers, Inc., on 
March 1, 1930, there has been no change 
in the corporation. However, we are 
operating these stores under the name 
of Diamond Booteries, with headquar- 
ters at 135 E. Broadway, Long Beach, 
store No. 1, where we maintain our 
warehouse. Our branch stores are in 
the following cities: Store No. 2, |o- 


| cated at 402 E Street, San Bernardino, 
| Cal.; store No. 3, located at 303 W. 
| Fourth Street, Santa Ana, Cal.; store 
| No. 4, located at 1158 Fifth Avenue, 


San Diego, Cal.; store No. 5, located at 
Brand Boulevard, Glendale, 
Cal. 

“The Glendale store will be opened 
July 1st, as we are closing the Whittier 
store and replacing it with Glendale. 
We are going into an entire new buli- 
ing at this location. 


Accessories Important 


GRAND Rapips, MicH. (UTPS)—Yuag- 
er’s Bootery, where the decorations and 
windows are always an artistic revela- 
tion, is combining fine footwear, jewelry, 
lingerie, hosiery and bags in a highly 
profitable manner. Footwear is the big, 
predominate note always, but the an- 
nual sales volume of the accessories is 
almost on a par with footwear sales. 
One of the clever combination ads of 
this progressive bootery is shown. For 
conservation of space with plenty of 
snap, it stands out as decidedly effec- 
tive. 
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W arte shoes are the finishing 
» touch to a light and dainty sum- 





ss mer costume . . . In the same way 
Repco Heel and Edge Enamel. is 
| the finishing touch to white. shoes 
and is just as esental tothe shoes 
cats the shoes are ¢ to the costume, | 


| the Michiicsd white shoe of. finest. 
+ leather or fabric is shabby unless the 
“heel and edges are spotlessly white. 
Well dressed women will not weat 
shabby shoes. For over ten years 
Repco: Heel and Edge Enamel has . 
been the accepted standard for giv- 


ing shoes the finishing touch. 




















It is a smooth liquid enamel which is easily applied to heels and edges. It contains neither 


varnish nor shellac, nor is it gummy or streaky. It is made in all popular colors: white, 
ivory, champagne, light gray, etc., and is made in two forms, both eguler and Waterproof. 
The ‘wei peed is more Se and easier to handle, 





For Sale by Shoe Findings eiantas 


: NITED SHOE MACHINERY CORPORATION 
| re ‘BOSTON, MASSACHUSETTS | 


Se ae 
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WHERE TO BUY 
Children’s Slippers 





IDEAL BABY SHOE CO. 


MRS. A. L. DAY 
387 Fourth Avenue 
New York 
1061-65 Merchandise Mart 
( Chicago 
1307 Wetineie Ave. 
Louis 
883 siete Street 
San Francisco, Cal. 
Factory, Danvers, Mass. 


Send for Catalog 





| Man. 











SHOES 


“KEEP THE FEET HAPPY” 
Children’s Fine Footwear 
MADE WITH THE SKILL OF 
TRUE CRAFTSMEN 
MANY STYLES IN STOCK 
CREATED ONLY BY 
SHAFT-PIERCE SHOE CO. 


FARIBAULT, MINN. 
SPECIALISTS SINCE 1892 








Approved by Medical Men 
as a fully ventilated . 
shoe S —_ vi 


Shoe Co. 


| the 
| chants feel that the return merchandise 
| evil speedily will be solved. The unani- 


| both to the 








ey 
1156 No. Main St. FE 
Breekton, Mass. 





WHERE TO BUY 


Women’s Novelties 


'| farm 


WONT: 


White a patent 
NORMA: (Modified Toe)—White and patent.... 
Not less than 12 pair quantities. 
In Stock. Subject to Prior Sale; Order Now. 
CHEKKO BRAIDED SANDALS CORPORATION 
303 Fourth Ave. (at 23rd Street) New York City 








| lations, 
| city brothers. 


; cerns. 


Shoe Stores Join Plan to 
Curtail Returns 


INDIANAPOLIS, IND.—In furtherance of 
the plan inaugurated by the Merchants 
Association here and adopted by the 
Furniture Dealers Association and the 
Retail Shoe Dealers Association, to re- 
duce the abuse of the return merchan- 
dise privilege, an Adjusters’ Club has 
been formed within the Merchants As- 


sociation, composed of the executives | 
and employees of the stores to whom all 


requests to return merchandise and all 
adjustments of such requests are made. 

Robert Miller of the L. S. Ayres & 
Co., store was elected permanent chair- 
It is the intention to hold meet- 
ings of the club every ten days at which 
meetings all matters pertaining to the 
return merchandise campaign will be 


| discussed, including the names of per- 


sons who have been in the habit of 
abusing the privilege. 

In this manner each store will be ad- 
vised constantly of persons attempting 
to violate the spirit of returning mer- 
chandise and will be in a better posi- 
tion to judge the merits of requests 
that may come from such customers. 

By constant contact between the ad- 
justers, superintendents and_ credit 


Leather Duty Big Aid, Is Vie, 


MILWAUKEE, Wis. (UTPS)—Put ting 
| leather back on the dutiable list here 
it was from 1846 to 1913 will provide 
opportunity for considerably more en. 
ployment in the leather and shoe bygj. 
nesses, was the statement of F. 4 
Fiedler, who represented local manufa¢. 
turers favoring a tariff on leather, pre. 
vious to passing of the Smoot-Hawle 
bill. 

“More shoes will now be made of do. 
mestic leathers, and thus stimulate ep. 
ployment,” said Mr. Fiedler. 

As regards the tanning indu-try, 
Wisconsin labor dropped from 15, 
000 labor hours during 1922 to the 
of 3,681,000 per annum in 1930. 
cents an hour, this represents a k 
approximately $6,000,000 to wage «a 
ers, Mr. Fiedler pointed out. 

“An increased production of le: 
in this country will result in lower 
duction costs, and it is estimated 
keen competition between domestic 
ners and the fact that  substit 
always are ready to take the pla 
leather the moment leather price 
ceed certain limits, will prevent a) 
crease in the price of shoes as fa 
the cost of leather is concerned,” ; 
serted Mr. Fiedler. 


managers of each store and the office of 


Merchants Association, the mer- 


mous report from the stores co-operat- 
ing with the campaign, and they include 
the largest in the city, is that the cam- 


| paign has been splendidly successful. 


It is pointed out that one of the rea- 
sons of the numerous requests to accept 
merchandise for return is the hurried, 
thoughtless buying on the part of the 
public. Such buying, leaders in the 
movement say, is wholly unsatisfactory 
customer and to the mer- 
chant. Making the return merchandise 
record a part of each person’s credit 
record has been found to be an effective 
way to reduce this evil. The preponder- 


| ance of the requests to take back mer- 


chandise come from the credit customer 


he did not have to pay for something he 
saw fit to bring back. The store did not 
have his cash money, he figured. 


The City Wins 


[CONTINUED FROM PAGE 43] 


city to city. 
rural because they number 
2,500, but life in them is essentially 
urban. Even those that remain on the 
these days lead 


and the older folks to the nearest town, 
where they can make their purchases 
or enjoy the latest movie or show. 
radio brings to the farm the last word 
in music, in politics, in international re- 
very much as it does to their 


these conditions are 
brothers 


Farmers under 
not very different from their 


| who has felt for years here at least that | 


These are still considered | 
less than | 


an urban life. | 
| The automobile or motor bus takes the | 
children to the excellent union school 


The | 


in the cities working for industrial con- | 


and cheerlessness has either gone or 
is rapidly going. 


The old farm with its isolation | 


We shall soon be a | 


nation of urbanized people with wants | 


for 
now lead in national demand. 


urbanized goods—city type shoes | 


| dred per cent more than June, 1929, 


Hide Futures Declined in 
Active Month 


NEw YorK—In line with the tren! 
other important commodities and 
eral bearishness in the securities 
ket, hide futures prices on the 
York Hide Exchange gradually dec 
during June, to close the month wit 
clines of 205 to 222 points per poun 
a turnover of 38,640,000 pounds, w 
was one of the most active month 
the Exchange. 

Hide prices in the domestic markets 
have steadily declined since the tariff 
became effective, which is contrary t 
general expectation. One of the 
tures of the Hide market during June 
was the increased turnover on the Ex- 
change, which again reflected the broad- 
ening participation in hide futures 
trading, the total sales for the month 
being more than the combined sales of 
the months of June, July and August of 
last year, and approximately two hun- 
ne 
first month’s operation of the Exchange. 


ned 
de- 
on 
ich 
on 
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Letter Contest for Boys an:! 
Girls 


LOUISVILLE (UTPS) — The Bo 
Shoe Store had about four hundred 
ters entered in its contest for the | 
letter from a boy or girl under i6 * 
ing why they liked to wear tennis s! 
and sales in tennis shoes jumped u} 
a most gratifying way. They offe 
five major prizes. A boy won the fi 
a bicycle, a girl the second of a fine \ 
tent. The remaining prizes, a te! 
racket, a kodak and roller skates, 
ten pairs of tennis shoes were al 
evenly distributed between boys 
girls. 

Newspaper advertising and a fine « 
play window stimulated interest in 
contest. 
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Shoes with GRO-CORD 
KICKER-TOE SOLES 


lustration — 

for Boys ig 
ORD-ON-END-CONSTRUCTION, right to Kifer Toe 
the end of the toe, makes GRO-CORD = al Construc- 
Kicker-Toe Soles wear like the best cord ="? pee 
tire. This phenomenal wear has made boys’ ase which 
shoes with GRO-CORD Kicker-Toe Soles a give 
popular with parents the world over. ol p+ tied 


Cord Tire Wear in Every Pair 


Shoes with GRO-CORD Kicker-Toe Soles are 
most economical because of the amazing wear 
and unusual non-slip character of the sole. The 
satisfaction such shoes give parents builds you 
a profitable business. 
WARNING: 


Consistent national advertising, year after year, Th . 
e . -b d ° d df GRO- : ose persons in- 
is creating an ever-broadening deman l for fringing our patents 
CORDS of every style. 85°0 of America’s leading or naming their prod- 
shoe manufacturers now use GRO-CORDS Soles public fg sag Fe 
and Heels. Write for large illustrated catalog — CORD trade mark 
better do it now and start immediately get- will be prosecuted. 


ting your share of the GRO-CORD business. 








THE MUNSON 

The Munson Heavy 

Duty Service Sole and 

Heel with the New 

Cord-to-edge Feature 

gives fine Service. 
Illustration shows the balloon 
tire cords that are fused on 
end in our GRO-CORD Soles 
and Heels. Notice how cords 
are deeply embedded in sole. 


NON-SLIP 


OP 
| N& 


SOLES and HEELS 








LIMA CORD SOLE AND HEEL COMPANY : Dept. 7-A - LIMA, OHIO 
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WHERE TO BUY 
Spats 








IDEAL 


Spats and Shoe 
aments Create 
Customers and 
Confidence 
the oldest 
spats and 
shoe orna- 
a ainda 
the dealers. weal. 
MANOLIS MFG. CoO. 
4348 Ne. Crawford 


Ave. 
Chieage, tii. 








for Spats— 
a by display 
jewspaper mats, 


n 
a handsome box. 


N 


Watch “Standard” Spats in 1930 
S. Rauh & Co., 650 Sixth Ave., New York 
OT 


Priced to retail 
$1.50 to $5.00 
Write for 
samples. ( 





CHURCH’S 
Imported LINEN Spats 
im white, grey and tan, also SAILOLOTH 


Weed for formal and theatrical affairs. 


LYONS & COMPANY 
122 Deane St.. New York, N. Y¥. 











- 


Pe, 220k | 
CES w7e7 Ss 


GREATEST SPAT LINE 
OF THE INDUSTRY 


WHERE TO BUY 


Shoe Ornaments 





SHOE 
ORNAMENTS 
OF EVERY 
DESCRIPTION 
THE 


Pi) 
REYNOLDS <@}(9> COMPANY 














Art in Industry Conference 


By Madame Hamilton Jeffries 
[CONTINUED FROM PAGE 44] 


become that it makes it imperative for 
the merchant and manufacturer to step 
down the sequence of the style sources 
and sense the direction of style before 
it comes over the horizon of the cus- 
tomer’s pocketbook. 

“Because America is so very sports- 
conscious, Palm Beach has become the 
most important proving ground. As 
society spends its sport season in Janu- 
ary, so does the rest of the country in 
June know what to wear and why. One 
must not only know style at the source 
but style in the middle of the broad 
river. For example, last winter how 
few merchants realized the economics 
of the season wanted black as an econ- 
omy color. In a few weeks black coats 
were everywhere but the shoe man was 
prepared for a brown period and 
browns couldn’t move because they were 
not color right. 

“Thus you see fashion economics are 
subject to logical changes even in mid- 
season. What was an assured style in 
the early season was a different bend in 
the river of popular demand in mid-sea- 
son. Then we saw at Palm Beach an 
expression of fabric interest in foot- 
wear. Society was anticipating the 
international races and rushed into 
white and because sheer white is com- 
mon it took the oyster white of linen 
to paint a different picture—because 
the leisure classes always want fashion 
uncommon. 

“Today we are seeing the supreme 
importance of the accessories of dress. 
The shoes can make or mar a costume. 
The jewelry can make or mar a per- 
sonality, as expressed in its dress. 
Fashion is all one happy family today 
because of the ensemble. Because colors 
must harmonize, merchants’ stocks 
must be in color tune. There are no 
discordant notes in this new artistry of 
dress. High colors are not conspicuous 
any more. We are in a more sophis- 
ticated period where the tertiary shades 
are the most important. Even our 
jewelry turns away from its blatant 
front of the past. Good taste is here. 
It is the heritage of every man, woman | 
and child. It should be studied by in- 
dustry if the art of making useful 
things beautiful is to continue. 

“There is a world of work to be done 
in that direction and I am indeed happy 
to participate in this all New England 
Art and Industry Conference as it is 
one of the first steps acknowledging 
other than bookkeeping facts as busi- 
ness principles. In my belief, the pres- 
ent economy wave will lead to a better 
use of our knowledge in art and indus- 
try so that good taste and good fashion 
may be more commonly used in industry 
and in the expression of life.” 


By August H. Vogel 
[CONTINUED FROM PAGE 45] 


which the leather is matched in dyeing, 
but those tanners who best interpret 
these color trends in the form of pleas- 


“The skill with which tanners have 
been able to duplicate even the most 
delicate shades, with the use of aniline 
dyes, a thing that was not considered 
possible without the use of pigment 
finishes ten years ago, is truly remark- 
able. 

“A good example of what can happen 
when an industry does not follow the 
dictates of good taste as to color is we'll 
illustrated in the men’s end of the calf 
industry a few years ago, when due to 
the demand for light colors, shoe man- 
ufacturers made up men’s shoes in very 
light tans and yellow shades of calf 
with the result that an aversion set in 
against colored shoes of all kinds and 
blacks have since predominated to too 
large an extent to make for proper dis- 
tribution of men’s shoes. 

“If these colors had been held to more 
reasonable shades of browns and tans, 
many feel that the distributors of men’s 
shoes today would be selling more shoes 
to the consumer by getting more men to 
purchase a pair of colored shoes when 
they purchase a pair of blacks. 

“Tt has not been color alone, howeve', 
that has enabled the tanning industry 
to assist the shoe manufacturer to bring 
women’s shoes into the high light of 
fashion but also the improvement in 
the manufacturing of these leathers as 
well. The kid industry, for example. 
has made remarkable strides in the 
improvement of their product ani 
whereas before the war kid leather was 
looked upon as a piece of leather con 
sidered principally for shoes of the 
comfort or orthopedic type, today 
through improvements in process it has 
enabled women’s shoe manufacturers to 
make shoes of a lighter and more airy 
type than ever was considered possible 
before. 

“An equally remarkable change ha: 
come in the women’s calf leather indus 
try. Up to a few years ago, women’s 
weight calf leather was considered suit 
able for low-heeled walking shoes, but 
not thought of in connection with 
women’s high style shoes. Today b) 
making this leather in light weights 
and in a soft mellow tannage, togethe: 
with the use of aniline dyes and th« 
elimination of pigment finishes, shoe 
manufacturers are producing beautiful 
shoes out of this light weight type of 
calf, known as glace calf. Frankly, the 
tanners themselves did not believe this 
change was possible but through con- 
tinued experiments and research calf 
leather in women’s shoes has been taken 
out of the utility field and put in the 
high style field. 

“A good many other interesting de- 
velopments have taken place which have 
increased the style appeal of leather 
in other fields than that of shoes, such 
as leather that has now been developed 
for women’s handbags, where the re- 
quirements of the trade are different 
again from shoe requirements. Today 
a good many tanners are producing 
similar shades of leather for the hand- 


| bag industry as those produced for the 
| shoe industry so that it is possible for 


the American woman to purchase the 
same, either blending or contrasting 
colors in accessories, such as handbags 
or gloves as those available in the shoe 





ing shoe color have their success re- | 
flected in the demand for their product. | 


field. 
[TURN TO PAGE 75, PLEASE] 
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WHERE TO BUY 
Work Shoes 
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SALES OFFICE e 
* 82 Lincoln Street, Boston, Mass. 


Goodwill Shoes 


For Hard Service and LongWea: 
fo) 


a Work and Service Shoes In Stock S 


CHILDRENS  \_ 
- FOOTWEAR 
IN STOCK 
Builds repeat business 


Free Style Booklet on Request 


Il Main St, WILTON, MAINE } 


Genuine 
Moccasins 
[GH BASS & CO. 











Special Section for Vacation 
Footwear 


LOUISVILLE—(UTPS) — The Boston 
Shoe Store has developed an attractive 
method of giving women busy with va- 
cation shopping a quick and efficient 
service. Across the back of the first 
floor they have a railing shutting off 
a space of about forty by fifty feet, 
which they reserve as a fitting room 
just for sport shoes and sandals. 

Four sales people are in this depart- 
ment, which is furnished to give the 
resort atmosphere. On either side of 
the entrance are potted palms, while 
the floor is covered with a grass rug. 
The chairs are comfortable big wicker 
affairs, sage green in color, with gay 
cretonne upholstery. 

In the center of the space is a huge 
beach umbrella in green and yellow. 
The walls are set with wide full length 
mirrors, and between the mirrors are 
charming sets in show cases for the 
display of white and other sport shoes. 


Best Season for Whites in 
Many Years 


LOUISVILLE (UTPS)—Dealers report 
business, while not up to the normal 
of other years, as improving and in 
some instances very good indeed. Most 
shoe men are optimistic about summer 
business. There are few sales on and 
buying is of new summer stock. This 
promises to be the best season in many 
years for white shoes, which are now 
selling briskly. Some colored kids are 
being worn, but the smart trend is to- 
ward linens in natural color and espe- 
cially the pastel tones. Deauville san- 
dals in tan and white and black and 
white are still in demand. 


Appointed Manager 


Kokomo, INpD.—Irving Silver, who 
has been employed in the shoe depart- 
ment of the Thalman & Levi depart- 
ment store here, has been engaged as 
manager of the shoe department of the 
Indiana Dry Goods Company in In- 
dianapolis. He assumed his new duties 





immediately. 
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Alva M. Dawson Dies 


EVANSVILLE, IND.—Alva M. Dawson, 
65 years old, owner and operator of the 
Dawson Walk-Over Boot Shop, 411 
Main Street, Evansville, Ind., for the 
past 24 years, died at his home at 820 
East Blackford Avenue, Evansville, on 
Friday afternoon, June 27, at 1 o’clock. 
Funeral services were held from the 
family residence on Monday, June 30, 
at 9 a. m., and the body was placed in 
a receiving vault in Oak Hill cemetery. 

Mr. Dawson, who had operated the 
shoe store since he went to Evansville 
in 1907, suddenly became ill at the store 
and was moved to his home. where he 
died in a short time. Death was due 
to an attack of heart disease, according 
to the coroner, who was called into the 
case. 

Dawson was born in northern In- 
diana in 1865. He was married in Chi- 
cago to Miss Jessie Snodgrass in 1927. 
Besides operating the Walk-Over Boot 
Shop, for the past six months he had 
owned and operated the Enna Jettick 
shoe store at 217 Main Street, Evans- 
ville. 

Mr. Dawson recently purchased a fine 
home on Outer Lincoln Avenue, Evans- 
ville, and was planning to move into it 
when death overtook him. He and Mrs. 
Dawson were planning to leave on July 
12 in company with Terre Haute, Ind., 
friends for a vacation tour of the New 
England States. He was a member of 
St. Paul’s Episcopal Church and the 
Evansville Chamber of Commerce. Sur- 
viving besides the widow are one sister, 
Mrs. O. C. Smalley, of Evansville, and 
1 brother, C. H. Dawson, of Peoria, 


Art in Industry Conference 
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“Other leathers that have been made 
more attractive and more serviceable 
for use in the shoe field are suede calf, 
which today can be purchased in a non- 
crocking finish, and patent leather, 
which under the modern processes em- 
ployed today lends itself to more at- 
tractive shoes through the development 


of mellower, softer tannages and a con- 
siderably more foolproof finish. 

“Leather as a style feature in gar- 
ments, particularly for sports wear, 
has made great strides due to attrac- 
tive colors and finishes in which suede 
and grain, sheep, calf and horsehide 
have been developed. 

“In the furniture and upholstery 
leather field the same tendency toward 
a mellower piece of leather, combined 
with a more attractive finish, resem- 
bling shoe leather more closely, is in 
evidence in the recent offerings of this 
branch of the industry, so that the old 
prejudice against leather when used 
as upholstery material being cold or 
having a tendency to affect the wearing 
quality of the fabric with which it came 
in contact has been eliminated. 

“The leadership of American leathers 
from the viewpoint of not only artistic 
appeal but also service still remains 
unquestioned by those who are in a po- 
sition to know.” 





Predicts Practical Shoe Styles 
for Fall 


CINCINNATI (UTPS)—AII Cincinnati 
manufacturers are agreed that condi- 
tions locally are amazingly good, con- 
sidering the general depression. Many 
orders are coming in and predictions 
for a good fall trade are heard every- 
where. The next few months will see 
the industry forging ahead. 

No high colors, loud blues, greens or 
purples but modified styles will be the 
vogue, both in tone and design, As Mr. 
Jack Roth of the Roth Shoe Co., ex- 
pressed it, “When a smart woman buys 
a shoe, she wants something restrained 
and refined. It must be beautiful and 
not too plain.” 

Footgear this fall will be practical as 
well as attractive. Even the cheap shoe 
will hold to the good design. Novelties 
there will be, but not so strong as for- 
merly. Black and brown kid, black 
moire, white moire and some satin. 


New Wholesale Firm 


NEW ORLEANS — Twenty-five years’ 
service is the record of Messrs. Duhon, 
Berry and Vinton who were with 
Keiffer Bros., one of the oldest shoe 
wholesale houses in New Orleans. 
Keiffer Bros. have retired from business 
and the above trio of shoe men have 
gone into the wholesale business in the 
old store of Keiffer Bros. They repre- 
sent a number of shoe manufacturers 
in Massachusetts and other Eastern 
centers. 

Mr. Duhon was the credit man for 
Keiffer Bros. Mr. Berry was. the 
buyer and made frequent trips to Bos- 
ton, where he is well known among the 
wholesalers and shoe manufacturers. 
Mr. Vinton was one of the traveling 
salesmen. Messrs. Berry and Vinton 
will be the credit and general office 
men. They will later occupy new quar- 
ters right in the wholesale shoe district. 


Sees Tariff as Stabilizer 
[CONTINUED FROM PAGE 59] 


The idea of color came to Mr. Don- 
ovan while he was watching a work- 
man who seemed to be straining his 
eyes in manipulating a machine. 

“It seems to me that your difficulty 
is caused by an improper background” 
Mr. Donovan said. “The body of your 
machine is black and so are its work- 
ing parts. There is no contrast and 
it is a great deal like trying to thread 
a needle in the dark. Suppose you 
paint the body a light blue and see 
what the effect will be.” 

The workman, who operates a heel 
edge scouring machine, carried out the 
suggestion and reported the result to 
be amazing. “Now I can do more and 
better work,” he said. “The bright 
background has made it possible for 
me to see better, and therefore I enjoy 
my work more. My eyes are not as 
tired at night as they used to be and 
I am in better humor throughout the 
day.” 

Noting the enthusiasm of this work- 
man, Mr. Donovan suggested that 
others try it. A few more did with 
similar results and it was not long 
until “everybody was doing it.” 





Davip RELLIN 
Owner of the Peacock 
Shoe Shop, Milwaukee. 


My First Year’ 


Showed 5O% INCREASE 
IN SALES! 


er Retin, Milwaukee, for years oper- 
ated a store known as the Costume Bootery 
in which he carried various lines of unbranded 
shoes. A little over a year ago, he decided to 


handle Peacock Shoes exclusively. He changed 
the name of his store to the Peacock Shoe Shop, 
and now he says: “‘My first year’s operation 
showed a fifty per cent increase in sales. That 
speaks for itself’’. 


Mr. Rellin states that he has no trouble in 
selling Peacock Shoes in competition with the 
best lines. In fact, he goes so far as to say that 
he believes them to be the finest fitting shoes 
in America. 


Mr. Rellin’s decision in changing his store 
from the Costume Bootery to the Peacock Shoe 
Shop of Milwaukee was in line with the trend 
of modern merchandising. He merged his local 
prestige with the national significance of a 
nationally advertised line. In so doing, he was 
aware of the fact that Milwaukee's fashionable 
style-informed women are nationally minded 
and therefore prefer footwear that has a na- 
tional reputation for fine quality and correct- 
ness of style. ‘‘Peacock Shoes’’ is one of 
America’s famous style names. 


The Peacock Shoe line is the broadest and 
most perfectly balanced line of high grade 
shoes in America. It carries a full range of heels 
from the very low to the extremely high. It is 
built over a complete assortment of lasts, each 


proven as to fitting qualities. It is styled ac 
cording to a definite plan of procedure which 
involves the constant study of basic trencs in 
the fashion world. It includes the daintiest of 
evening slippers, both formal and informal; 
chic numbers for afternoon parties and smart 
creations for street wear. The line also offers a 
full assortment of shoes for sports-wear, both 
active and spectator. Each piece of leather and 
each color is selected with relation to the type 
of ensemble with which the finished shoc is 
to be worn. 


Peacock Shoes are made in one grade only— 
the best. We mean by this that the quality of 
the materials used in a plain pump for which 
we might get $6.00 is just as fine as the quality 
of the materials used in producing a fancy strap 
pattern which we might sell for $7.50 or more. 
The extra money represents the cost of pro- 
ducing a more intricate shoe, extra trimmings, 
rare color combinations, etc. This policy of 
making one grade only—the best, és unalters’le. 
Likewise the craftsmanship in Peacock Shoes 
is the best. Fifteen years of careful shoemak- 
ing experience stands back of every pair. 


One of the reasons why Peacock Shoes fit so 
well is because every shoe contains patented 
features which permit in each size and wid:h, 
a scientific exactness ordinary shoes do not 
have. Thus Peacock Shoes are luxury shoes at 
medium prices. 
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The front of David Rallin's Peacock Shoe Shop, Milwaukee, Wis. 


Peacock Shoes are advertised regularly in the leading 
fashion Ma LAZMNES . Over ten times as many pairs of 


Peacock Shoes were sold in 1929 as were sold in 1926. 


Onc of America’s leading department stores recently 
opened a Peacock Shoe department. Before doing so, the 
management first investigated all high grade lines in the 
same price range and then sent a questionnaire to 100 
Peacock dealers. The questions asked and the replies re- 
ceived have been bound in book form. This book con- 
stitutes a m-nument of dealer-opinion reflecting the 
profit possibilities of Peacock Shoes. If interested, we 
should be glad to submit it for your perusal. 
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THIS MAY BE 
YOUR OPPORTUNITY 








SALESMEN WANTED 


SALESMEN WANTED 








Salesman Wanted 


For Texas, or Texas and Oklahoma, live 
wire Shoe Salesman with established 
accounts to carry as side line on highest 
commission basis, our fast selling line 
of attractively priced Juvenile Shoes, 
consisting of Moccasins and Soft Soles, 
Flexible Turns sizes 1/5, Lightweight 
Stitchdowns sizes 1/5 and 5%/8, also 
medium weight Stitchdowns sizes 2144/6, 
approximately 65 samples packed in one 
compact grip. All Numbers Stocked. 
Greatest money maker on the road for 
hustler, willing to devote proper time 
to same. 


Wilmar Shoe Co., Inc. 
Manufacturers 


ROCHESTER, N. Y. 








SALESMEN: _ 


With an established trade in the follow- 
ing territories: WASHINGTON, ORE- 
GON, CALIFORNIA, NEVADA, ARI- 
ZONA, IDAHO, UTAH, NEW YORK 
AND NEW ENGLAND STATES, to 
sell on a commission basis for an estab- 
lished manufacturer an attractive priced 
line of house slippers. Only those who 
ean produce volume need apply. Ad- 
dress B-905, care Boot and Shoe 
Recorder, 239 W. 39th St., New 
York, N. Y. 











ANTED, man to carry as_ side line 

‘HAWKES INFANTS SHOES, manufac- 
tured for thirty years; 10% commission. Here 
is your opportunity to take care of your gas, 
tire and hotel bills without detracting in_the 
least from your efforts on your main line. Only 
best need apply. C. H. HAWKES & SON, 
Rochester, N. Y.. 


SIDE LINE SALESMEN wanted who can 
devote a small part of their time to SELF 
STARTERS, a practical creeping and first 
walking shoe for Infants. Full of merit and 
easily sold. The shoe that stays sold and re- 
Fre regularly. Short line. Good commissions, 

ou are carrying a high grade line of larger 

joes as main line write for details. CARPEN- 
TER SHOE CO., Rochester, N. Y. 








S ALESMEN wanted to carry a complete line 
of spats and shoe a “ a sideline. 
Manolis Manufacturing Co., 4248 No. Craw- 
ford Ave., Chicago, I 


Salesmen Wanted 


To carry, either as a side line, or regu- 
lar line, the most beautiful and out- 
standing popular line of Women’s Novel- 
ties ever shown by any St. Louis Shoe 
House, to be retailed for $2.95 propo- 
sition, in the following states: 


North Texas Indiana 
West Texas Ohio 
Alabama Kentucky 
No. Carolina Kansas 
So. Carolina Nebraska 
Tennessee Iowa 
Mississippi Illinois 


Interested only in Shoe Men having 
Road experience. State age, experience, 
and references in letter. Straight Com- 
mission, wonderful opportunity for right 
parties. 


St. Louis Novelty Shoe Company 
1328 Washington Avenue 
St. Louis, Mo. 











SALESMAN to carry outstanding line of 
Ladies’ McKays to retail trade. Direct 
from manufacturer. Prices $1.40 to $1.90. 
Patterns sell on sight. Address B-898, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, \N. Y. 





SALESMEN to sell in stock line of McKay 
novelties. Commissions paid weekly. State 
References in application. Address B-899, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





S. ZULICK & CO., ORWIGSBURG, PA., 
* have several choice territories open for men 
with established trade needing a side line of 
Children’s- shoes. Compo and Puritan Welts 
in stock. Commission only. Apply only if you 
can furnish reference from house for whom 
now working. 





AN use several salesmen to carry as side 

line, our line of JOB LOTS, in women’s 
novelty and staple shoes. Big thing for right 
man. Straight commission basis. State ex- 
perience and reference in first letter. Address 
B-900, care Boot & Shoe Recorder, 140 Federal 
Street, Boston, Mass. 


ALESMEN—Sell “Ye Qualitie’’ Beautiful 

Baby Shoes. Attractive commissions, State 
territory and references. Sullivan Baby Shoe 
9 - Dale Co., 14 Edmonds Street, Roches- 
ter, 





SAL ESMEN WANTED—We have sey 
tablished territories open tor high 
experienced saiesmen to handle our < 
line of women’s in-stock novelty shoes « 
mission basis. New Mexico, Arizon 
Angeles, Washington, Oregon, Miciig 
diana, Illinois and lowa are available. 
Saifer Shoe Co., St. Louis, Mo. 
SAL -ESMAN with established tr ode t 
State of Texas with a well known 
stitchdown shoes on a strictly commissio: 
State full particulars in first letter. 
B-903, care Boot & Shoe Kecorder, 23‘ 
39th Street, New York, N. Y. 





OSITION open late July and Aug: 
experienced shoe salesman. Apply 
hurst Young Shoe Company, Denver, (: 








POSITION WANTED 


OSITION WANTED — EXPERT 

SALESMAN AND FITTER wishe 
tion. Highly competent man with_ th» 
experience in retail shoe selling. Nine 
with one concern. Conscientious, reliab'e ar 
willing to go anywhere in U. S. Highly 
mended. Address B-891, care Boot & St 
corder, 239 West 39th Street, New York, N. Y 


HOROUGHLY experienced shoe sa 
with car desires connection with shoe 
facturer, to travel in Maine, New Han 
and Vermont; ten years in above te 
with shoe line. Direct replies to Roo: 
Congress Square Hotel, Portland, Main 











ETAIL shoe executive age 35, twelve 

assistant manager of store doing $2,( 
annually retailing shoes from $10.00 to $ 
two years owner of shoe store; complete | 
edge of merchandising, stock control, ad 
ing, window trimming. Can furnish highest 
reference. Willing to go anywhere. A 
B-904, care Boot & Shoe Recorder, 209 S 
Street, Chicago. 


MANAGER and Assistant Buyer, 

man, at present employed by large si 
ful shoe store desires to make change. refer 
Philadelphia or vicinity. Ten years with 
ent employer. Box 902, Boot & Shoe Rec 
1201 Chestnut St., Philadelphia. 








FOR SALE 





ACHINERY FOR SALE—One_ United 
Shoe Machine Corp. power marking mz 
chine Model A. Four wheels of figures and six 
of letters. Less than two years old and in use 
now. Price $210. Address B-888, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
ton mw Se 











be counted. 





The rate for “Position and Lines Want 


CLASSIFIED ADVERTISING RATES 


” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
num charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge $1.25. When 
a box number is desired twelve words should be added for the address. In all other cases each word of the address should 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. : > 
S* Advertisements for this page must be in our New York office on Friday of the week preceding publication. “™ 
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WANTED TO PURCHASE 











HONOLULU 


For sale: Old established good 
grade shoe store. Best loca- 
tion in Honolulu. New lease, 
stock and fixtures. 


Bishop Trust Co., Ltd. 


Honolulu 











R! (AIL shoe business one best established 

Western Penna. City in best, most 
steadiest steel mill in world; now enlarged; 
$25,0,000 improvements about 150,000 people 
to aw from within 3 miles; steady work; 
weekly pay days; most modern and newly 
equipped shoe store in state. Owner has made 
fort:ue in past 20 years; wishes to retire. 
Store capable of doing up to $150,000 a year. 
Cash trade only; A No. 1 reputation. Rent 
$600.00 month. Can give 4 or 9-year leases. 
Carrving general line and would make A No. 1 
specialty store. Stock, trade, fixtures, good 
will and cash trade $30 ,000. Address B-906, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





F° SALE—Two hundred men’s and women’s 

r shoe trunks also fiber automobile trays. 
Wil! sell individually or in one lot. Selz 
Schvab & Co., 40 S. Market St., Chicago, Ill. 








LINE WANTED 





L! KE WANTED by capable, experienced 
lesman, for Southern California. 
present connected with national concern. 
cellent sales record and credentials, 

B-901, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





ANTED for Texas Manufacturer’s line of 

vomen’s shoes to retail $3 and $4 by experi- 
enced salesman. Best references. Address 
B-8609, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





"MERCHANTS? NEEDS 








POMPOMS AND ORNAMENTS FOR 
SOrPT SOLE SLIPPERS 
Phe right merchandiee et the right grice. 


pent om 
BY-guabe sLiPraE SUEFLY co. 
063 B New Yerk Oity 











ESTABLISHEO 1890 


LABELS 


and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


%e3- an ne AVE , BRODKLYN. NY 
AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 
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If you contemplate selling your 
entire or surplus 

municate with us. 

tention given. 
KIRSCH-BLACHER CO., INC. 


624 Broadway New York 
Phone Spring 1442 











We will pay the best price for 
your surplus or entire stocks of shoes, 
general merchandise or department 
stores. Leases assumed. 

Phone Write . Call 
All matters strictly confidential. 


I. SIMON CO. 


101 Reade St., New York City 
Phone Worth 5922 Est. 1880 














~ MERCHANTS? NEEDS 








Everything for Your Windows 
Futuristic Displays and 
Backgrounds 
Artificial Flowers, Vases, Window Fixtures, 
Palatings, ae | Seenes, Velour Papers, 
Paper Borders Robbon Borders, Decorative 

Papers, Puffing, Fells, Flitters, 

ing Material rass Mats. 

Paper Beokict. Price Tickets, 

DAVE’S DISPLAY DECORATIONS 
118 West Broadway, New York 











Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported and Domestic Roll 
Paper, etc., in Season. 

Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
Hatabliehed 1903 New York 








TILTS ATANY ANGLE 


$2.75 Half Gross 


Guaranteed te 
Satisfa 


M. D. POLLINGER co. 
216 Holland Bidg. St. Louis, Mo. 


pve 100% 
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Milbradt 
Rolling Step Ladders 


Enable you to reach 
- — shelves convenient- 


t 
F 
Py 
Hi! 


il 


arg 
BLLLE SESERRREE oe eenee 


They last 2° lifetime 


nal 
bt | 
SEL: 


a mate = any style, 
om to fit any 

of y. MY 
ll for general catalog 
and let us suggest the 
best ladder for your use. 


ene 


. 
5 


16h 


he bel 
eneee t 


Milbradt 
Manufacturing Co. 
Established 1895 
2416 No. 10th Street 
ST. LOUIS, MO. 


5 
ual 








Wi N DOW | 
DISPLAY Fi a | 


SEGALLE "SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 


\ SHOE CARTON LABEL 
SPECIALISTS 


ui THE AMERICAN PRINTING 
___ 314-316 E12 th St, CINCINN 


f “Mhuke Row, for Sampces | 


Ohio Merchants to Meet in 
Steubenville 


CoLuMBus, OHIO, June 13 (UTPS)— 
Another meeting of a group of retailers 
in which shoe merchants play an im- 
portant part has been scheduled by 
C. E. Dittmer, secretary of the Ohio 
Valley Shoe Dealers Association. 

That association, in conjunction with 
the Ohio Retail Dry Goods Association 
and the Ohio Retail Clothiers’ and Fur- 
nishers’ Association, is holding a series 
of group meetings in Ohio for the pur- 
pose of discussing merchandise systems. 

The next meeting will be held at 
Steubenville, July 16. In each instance 
Frank Stockdale, head of the store 
management division of the Ohio Valley 
Retail Shoe Dealers Association, leads 
the discussion. Additional meetings 
will be scheduled during the summer 
months. 


Has Rapid Growth 


MANKATO, MINN.—In this couthern 
Minnesota city, with a drawing trade 
radius of about ninety miles the Family 
Shoe Store, owned and managed by 
W. F. & C. H. Vosbeck, known to their 
trade as “Bill and Carl,” has grown 
from a small department to a large ex- 
clusive store in seven years. 

This store has just taken on several 
well known lines. The managers and 
sales force are using several novel 
methods of acquainting their trade with 
their new location. 


Issued Patent on Heel Seat 
Method 


NasHvuA, N. H.—Harry Zubick has 
just been issued a patent for a heel seat 
preparing means. This patent has been 
issued under the Number 1,766,319. 











Students in famous Illinois clinic 


STUDY CHIROPODY 


Many of the world’s leading Chiropodists are former shoe people 
who have followed up their valuable experience at the fitting stool 
with a course ir. Chiropody. Today they are earning from $5,000 
to $15,000 a year. 

The opportunities for Chiropodists are unlimited. In the United 
States there are about 162,000 physicians, about 82,000 dentists, 
but only 5,000 Chiropodists! A virgin field! 

Course only 2 years at best known College of Chiropody in 
America equips you for practice. 16th year. You are ready to enter 
with four years high school or equivalent. Largest foot clinic in 
world — over 16,000 foot cases handled annually, large faculty 
physicians, surgeons, chiropodists. Write for catalog. No obligation. 


———-—=—-—MAIL THIS COUPON TODAY -—~—--~—— 
ILLINOIS COLLEGE OF CHIROPODY AND FOOT SURGERY 
1327 N. Clark St., Chicago, Illinois 
Gentlemen: Please send me, postage prepaid, latest catalog and complete 
information relative to Chiropody and your school. 

Name..... palsies talaacaavnis 


Street and Number 














Greeley’s House Slippers 


Ladies’ Black Vici Kid 1 
Strap Slipper, Quilted Sock, 
Sewed, Turned, Leather Sole. 
Right and Left Last. 
Whole Rubber Heel. 
12 pr. lots, $1.35; 
36 pr. cases, $1.30 
per pair. Stocked. 


A. W. GREELEY 





12 Duncan St., Haverhill, Mass. Bz 





ENJOY THE BEST! Modern, scientif.- 
equipment and management make 
it possible for you to enjoy the be:t 
in. New York at the Hotel Lincolr. 


Each with Bat 


1400 Rooms and Shower 


$3-5 om 34-7 Wee 


Telephone Lackawanna 1400 


NEW YORK’'S NEW 


HOTEL 


LINCOLN 


Eighth Avenue, 44th, 45th Streets, Times Square 





CLEVER DESCRIPTION CARDS—— 


Smartly describe your display of 


Styles - 


Pink Thirty-two Descriptions 


Green 


Leathers - Colors - Hosiery 


Opera Pump 
Regent Pump 





Bubble Blue 


Gold 

Silver 
Bronze 

Seal Brown 
Linen 
White Kid 
Beige Kid 
Ebony Kid 
Black Moire 
Custom Last 





209 So. State Street 


Beige 

Burgundy ’ 

Purple | Sandal 
enul 3 Beach Sandal 


Actual Size 
Azure Blue—Heavy Cardboard 
Atttractively Lettered 
50c per Dozen—12 Dozen $3.00 
Check with Order Please 


BOOT AND SHOE RECORDER 


Merchants Service Department 


d@’Orsay Pump 
Step-in Pump 
Gore Pump 


Genuine Lizard 
Genuine Watersnake 
Rajah Ring Lizard 
Brazil Lizard 
Genuine Python 
Boroso Shark 

Full Fashioned 
Picot Top 

Sheer Chiffon 
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bus INESS 
Bo ARomeETER 


Business Changes 


CALIFORNIA—Gardena—R. H. Zenn; boots, 
s, ete.; reported sold out to Chas, Kausen. 
GEORGIA — Savannah — David I. Livingston 

» W. Broughton St.); boots, shoes, etc.; re- 
ly commenced business. 
Paul Miller, Inc.; boots, 
rated. 
{LLINOJS—Kankakee—Mode Shoes of Kanka- 
kee (138 S. East Ave.); boots and shoes; inc. 
authorized capital $3,500. 
INDIANA—Gary— Milan 
Drv Goods Store’’) ; boots, 
by Morris Lewis. 
MAINE—Biddeford-—-Vanity Shoe Stores, 
boots and shoes; incorporated. 
\: ASSACHUSETTS — Chelsea — Dignity Shoe 
manufacturers ;'filed issue of $25,000 pre- 
ried stock. 
Hiarold Shoe Manufacturing 
00 common stock. 
South Braintree—W. B. Rice Shoe Co., 
ma iufacturers ; removed to 266 Broad St., 


shoes, etc.; incor- 


Pulzarich 
shoes, etc. ; 


(“Eagle 
succeeded 


Inc. ; 


Co. ; -filed issue 
$8 
Ine. ; 
Lynn, 


Ma:s. 

MICHIGAN—Detroit—Betty Jane Boot Shoppe, 
Inc.; boots, shoes, ete.; inc. authorized capital 
$5,000. 

Saginaw—Paris Shop, Inc.: 
inc. authorized capital $50,000 

NEW JERSEY—Clifton—Arrow Shoe Stores, 
Inc. (229 Parker Ave.); boots and shoes; inc. 
authorized capital of $50,000. 

NEW YORK—Brooklyn—David Schwartz (1758 
Fulton St.); boots and shoes; succeeded by 
H. D. & J. Schwartz, Inc. 

Buffalo—Watters-Stetson Shop, Inc.; men’s 

S$; name changed to Stetson Shoe Shop of 

Talo, Ine. 

lreeport 
Shoes) ; 
! out. 


boots, shoes, etc. ; 


Reiter 
shoes ; 


George J. 


(Jay’s Ladies 
boots and 


reported selling or 


sol‘ 


Locust Valley—Harry Goldstein; boots, shoes, 
etc.; reported selling or sold out. 

New York City—William Bernstein, Inc. ; 
and shoes; inc. authorized capital $20,000. 

Kiddy Mode Boot Shops, Inc. ; boots and shoes ; 
incorporated. 

OHIO—Cincinnati 
shoe manufacturers ; 
tired. 

Vigorith & Rabkin Co. (8th and Sycamore 
St.) : shoe manufacturers; recently commenced 
business. 

Nelsonville— 
incorporated. 

OKLAHOMA—Morris—Bradley-Montouth D. G. 
Co.; boots, shoes, ete.; partnership dissolved ; 
succeeded by Forrest F. Bradley. 

PENNSYLVANIA — Philadelphia —- Homan- 
Baker Shoe Co.; manufacturers; name changed 
to Homan Shoe Co. 

EXAS — Austin - 
Inec.; boots and 
$4,000. 

Cooper—Isaac Abramson; 
removed to Greenville, Texas. 

VIRGINIA—Roanoke—L. P. Childress (“Bob's 
Shoe Store’); boots and shoes; succeeded by 
Star Brand Shoe Store, Inc. 

WISCONSIN—Cudahy—D. Mandelman & Son 
(1712 Packard Ave.) ; boots and shoes; succeeded 
by Max Karp. 

LaCrosse—John R. Ritter; boots and 
succeeded by Fashion Boot Shop, Inc. 

Milwaukee—Irwin Roth (Ideal Shoe Store) ; 
boots, shoes, etc.; reported selling or sold out. 

John Steinbrecher Arched Shoe Co.; boots and 
shoes ; incorporated. 

Racine—Fiedrich Shoe Co.; 
incorporated. 

West Allis—Morris Waisman; boots, 
etc.; succeeded by Kleiman & Weller. 


boots 


Sachs & Vigorith, Inc.; 
A. Vigorith reported re- 


Mechem’s, 


Inc.; boots and shoes; 


Store Shoe Service, 
inc. authorized capital 


Lone 
shoes ; 


boots, shoes, etc. ; 


shoes ; 


boots and shoes; 


shoes, 


Failures, Embarrassments, Etc. 


CALIFORNIA—Fresno—Harry Dermer ; boots, 
shoes, ete.; reported petition in bankruptcy. 

CONNECTICUT — Hartford — Harry Cohen 
(“Specialty Shoe Shop”); boots, and shoes; re- 
ported petition in bankruptcy. 

New Britain—Sophie Danielszuk (Mrs. Victor) ; 
boots and shoes; reported petition in bank- 
ruptey. 

New Haven—Vincent D. Cocchiaro (Jayvee 
Shoe Store); boots and shoes; reported petition 
in bankruptcy. 

IDAHO—Boise—Gerard’s Bootery; boots and 
shoes; reported petition in bankruptcy. 

ILLINOIS—Maquon—Maquon Dry Goods Co.; 
boots, shoes, etc.; reported assigned. 

Maquon Dry Goods Co.; boots, shoes, etc.; re- 
ported offering to compromise at 50 per cent. 

LOUISIANA — Shreveport — Joseph Goldberg 
(625 Texas St.) ; boots and shoes; reported offer- 
ing to compromise at 10 per cent. 

MASSACHUSETTS — Arlington — David Fried 
(Avenue Shoe Shop); boots and shoes; reported 
assigned, 

Cambridge—Max Lerner (Crossing Shoe Store) 
(674 Cambridge St.) ; boots and shoes; reported 
assigned. 

Danvers—William Levy & Son (Edward Levy) ; 
boots and shoes; reported petition in bankruptcy. 

Millbury—Charles L. Undergraves; boots and 
shoes; reported petition in bankruptcy. 

Lawrence—Sobil’s Dry Goods Store, Inc. ; boots, 
shoes, etc.; reported petition in bankruptcy. 

Quincy—-Max Donde; boots and shoes; 
ported assigned. 

C. S. Lawler Co.; boots and shoes; reported 
called meeting of creditors for July 1. 


re- 


Somerville—Hyman Rubin (1173 Broadway) ; 
boots and shoes; reported petition in bankruptcy. 

MICHIGAN—Detroit Benj. Friedman; boots 
and shoes; reported petition in bankruptcy. 

NEW tak doe Simpson 
First St.) : boots, shoes, ete. 
in bankruptcy. 

NEW HAMPSHIRE—Manchester—Cinderella 
Slipper Shop; boots and shoes; reported petition 
in bankruptcy. 

NEW YORK—Brooklyn—Frank Carbone (317 
Columbia St.); boots and shoes; reported as- 
signed 

Alcoe Shoe Co., Inc. (850 DeKalb Ave.) ; man- 
ufacturers; reported called meeting of creditors. 

Buffalo—K & M Stores, Inc. (‘‘Roslyn’s Boot 
Shop”); boots and shoes; reported offering to 
pon OAD at 25 per cent. 

New York City—Joseph Troncone 
Shoe Store”) (1804 Westchester Ave.): boots 
and shoes; reported petition in bankruptcy. 

Utica—Charles Gersten; boots, shoes, etc.; re- 
ported petition in bankruptcy. 

OHIO—Cleveland—Farber Co., 
79th St.); boots, shoes, etc.; 
meeting of creditors. 

PENNSYLVANIA — Carbondale — Ralph Sey- 
mour; boots and shoes; reported petition in 
bankruptcy. 

Lyndora—Francis Betres: boots, 
reported petition in bankruptcy. 
Sharon—John W. Huether 
Store); boots and shoes; 

bankruptcy. 

WEST VIRGINIA—North Fork—G. Hyman & 
Sons; boots, shoes, etc.; reported assigned. 


(160 
reported petition 


(“Family 


Ine. (1085 E. 
reported called 


shoes, etc. ; 


Shoe 
in 


(Huether’s 
reported petition 








New Shoe Dealers 


New York, N. 
Queens. 

South Boston, Mass.—Columbia Shoe Co., Inc., 
253 A Street. 

Detroit, Mich.—Betty Jane Boot Shoppes, Inc. 

Chicago, Ill.—National Retail Stores Corp., 

> W. Wacker Drive. 


Y.—Esther Shoe Co., Inc., 


Boot aND SHOP RECORDER 
combining THe SHOE RETAILER, July 12, 1930 


Ozark, Mo.—J. W. Robertson ggg Ine. 

Nelsonville, Ohio—Mechem’s, In 

New York, N. Y.—Individual "ence Shoppe, 
91-28 169th St., Queens. 

Arkansas City, Kan. 
Co., 304 Summit St. 

Mt. Ross, N. Y.—Richard Muller. 


Montgomery Ward & 


81 


Latest Reports of New Stores, 
Failures, Embarrassments and 


Bankruptcy Proceedings 


Magna, Utah—Zachrison Bros., In 

Los Angeles, Cal.—Max Rosenblatt, 
Main St. 

Milwaukee, Wis.- 


Co. 
Kankakee, Ill. 
©. East Ave. 
Austin, Tex. 
Killeen, Tex. 
Biddeford, Me. 


$29 5S. 
-~John Steinbrecher Arch Shoe 
~Mode Shoes of Kankakee, 138 
Lone Star Shoe Service, Inc. 
Spot Cash Store. 
Vanity Shoe Stores, 
Saginaw, Mich.—Paris Shop, Inc. 
Dinuba, Cal.—Don Tamajan, Jr. 
Baltimore, Md.—H. S. Erdman, 
Beach. 
Savannah, Ga.- 
Broughton St. 
Rockdale, Md.—A. N. Euler. 
Ripley, Ohio—-Stiebel’s Department Store. 
Pine Bluff, Ark.—R. M. Roe (Sept. 1). 
Centerville, S. D.—-H. H. Johnson. 
Casa Grande, Ariz.— Western 
Stores. 
Elkton, 


Inc. 


Greenland 


David I. Livingston, 112 W. 


Department 


Ore.—H. E. Brown. 
Curtis, Neb.—J. T. Hines. 
Syracuse, N. Y.—Halgas Bros., Inc. 
nan! York, N. Y¥.—L. Livingston Shoe 
In 
Buffalo, N. Y¥.—Hertel Shoe Co., Inc. 
New York, N. Y.—Paragon Slipper Co., 
New York, N. Y.—Ruby Shoe Stores, Inc. 
Savannah, Ga.—Paul Miller, Inc. 
Hemet, Cal.—H. L. Howard, 123 Harvard St. 
Walkerton, Ind.—Kiser & Goppert. 
Slade, Ky.—Hubert Sparks. 
Crab Orchard, Neb.—-Frank Brown. 
Madison, Fla. D. Minter. 
Lubbock, Tex.— Walter F. 
Avenue H. 
Hanover, Pa. 


Shop, 


Inc. 


Smith, 1214% 


Morrison & Willner, 110 Broad- 
way. 
Philadelphia, Pa.—-Ansonia Bootery, Inc., 1130 
Chestnut St. (soon). 
New York, N. Y.—Kiddy Mode Boot Shops, 
ne. 
Tarentum, Pa.—Factory Outlet Store, 410 Cor- 
bet St. 
Gas City, Ind.—Lauber-Spiegel Co. 
Vinton, Iowa—R. E. Hodge. 
Hopland, Cal.—J. D. Metzier & Son. 
Longvale, Cal.—H. G. Kellogg. 
North Columbia, Cal.—J. C. Duffy. 
Freewater, Ore.—T. C. Elliott. 
Fall River, Mass.—J. H. Marcey. 
Beaver, Okla.—K. Cohlmia. 
San Francisco, Cal.—Roosevelt Shoe Renewing 
Co., 2761 24th St. 
San Francisco, Cal.- 
ket St. 
Portland, Ore.—Thompson & Dubey. 
Deep Creek, Wash.—Ben Lathrom. 
Camas, Wash.—MacMaster & Co. 
Manson, Wash.—Roy & Harry Pickett. 
Index, Wash.—V. D. Lilley, McGhie Bldg. 


Keller’s Shoes, 809 Mar- 


Plan for Record Sale 


DENVER, CoLo.— The semi-annual 
Half-Price Sale at The Fontius Shoe 
Company bids fair to be a _ record 
breaker. Over thirty-one hundred per- 
sonal announcements were mailed to 
customers and heavy newspaper ad- 
vertising preceded the event which 
began June 30 with the featuring of 
Holland and Edwards. shoes _ for 
children. 

July first to fifteenth will be devoted 
to the clearance of women’s shoes in 
the popular lines of I. Miller, Foot 
Saver, Foot Bridge, and Foot Friend 
brands. 

During the last half of July, men’s 
shoes in the Edwin Clapp and Bos- 
tonian makes will be offered. 

The mid-summer sale at The Fon- 
tius is always one of the big shoe events 
of the year and all Fontius patrons 
look forward to its coming. It is ex- 
tensively advertised and an effort is 
made to clean up the stocks for the 
new season. 





nee 
Boot and Shoe 


Recorder 
Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boor aAnp 
SHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 


A Buying Guide to 





BOOTS AND SHOES 


Armstrong, D., & Co., Rochester, N. Y.. 
Athletic Shoe Co., Chicago, Ill 
Ault-Williamson Shoe Co., Auburn, Me.. 


Bass, G. H., & Co., Wilton, Me. 

Biarritz Sandals, New York City 

Bleecker Shoe Co., New York City 

Blog Shoe Findings Co., New York City. .60-70 
Boyd-Welsh Shoe Co., St. Louis, Mo... ..76-77 
Brooks Shoe Mfg. Co., Phila., Pa........ 68 
Burkley Shoe Co., Brockton, Mass 


Capezio, New York City 
Chase, W. 8S., & Sons, Haverhill, Mass. 
= Braided Sandals Corp., New York 


Clapp, Edwin, & Sons, Inc., 

mouth, Mass. 
Converse Rubber Co., Malden, Mass 
Crescent Shoe Co., New York City....... 


Crossett Shoe Co., Boston, Mass 


Delman Shoe Salon, New York City 
Drew, Irving, Co., Portsmouth, Ohio 
Duane Shoe Co., New York City 


Ebberts, John, Shoe Co., Buffalo, N. Y... 64 
Edwards, J., & Co., Phila., Pa 4th Cover 
Elam, F. S., Shoe Co., Rochester, N. Y.. 54 
Emerson Shoe Mfg. Co., Rockland, Mass.. 62 
Evans’, L. B., Son Co., Wakefield, Mass.. 66 


Fried, Lazarus, & Sons, New York City.. 61 
Friedman, B., Shoe Co., New York City.. 60 


Gibbon, C. S., Phila., Pa 

Gold Seal Barefoot Sandals, 
City 

Goodwill Shoe, Holliston, Mass........... 

Greeley, A. W., Co., Haverhill, Mass 


New York 








IN THIS 


THE DiREcT TRUTH RETURNS 


MERCHANTS Buy FOR FALL 


FALL FASHIONS AS SEEN AT THE 
BOSTON FAIR ...... 


FIGURES vs. GUESSOLOGY IN 


PLAIN 
RETAILING 


THE VOICE OF THE RECORDER 


THE CITY WINS 


ART IN INDUSTRY CONFERENCE 


SHOW SHOES ON RACKS 
New HEELS FOR FALL 


WINDOWS LIKE THESE SPEED S 
MER SELLING 


THE TRAVELING SHOE SALESMAN... 
NEwS 0’ SHOES. 


BUSINESS BAROMETER . 


ISSUE 


“Front-of-the-Head” Facts .... 33 


Retailers Attend New England 
34 


Shoes and the Costume 


By Murray C. French 
Opinions by the Editor 


Steady Gain in Urban 


Over 
Rural Population 4 


An Important New England Im- 


And Speed Up Selling 


Heights and Contours 


Hints and Suggestions 
News of the Road 
What’s Doing Everywhere 


Changes, Embarrassments, New 
Stores 7 


Hamilton-Brown Shoe Co., St. Louis, Mo. .50-51 
Horwitz, Vincent, Co., New York City... 


Ideal Baby Shoe Co., Danvers, Mass 
Johnston & Murphy, Newark, N. J 
Kendall Shoe Co., Haverhill, Mass 


Leverenz Shoe Co., Sheboygan, Wis 
Levey Bros., New York City 
Lion Shoe Co., New York City 


Mallott, H. F., Shoe Co., Chicago, Ill 
Musebeck Shoe Co., Danville, Ill 


Nettleton, A. E., Syracuse, N. Y 
Norridgewock Shoe Co., Norridgewock, Me. 


Old Colony Shee Co., Brockton, Mass 


Packard, M. A., Co., Brockton, Mass 

Paristyle Footwear Mfg. Co., Inc., 
York City 

Powell & Campbell, 


Reed, E. P., & Co., Rochester, N. Y 
Reynolds, Bion F., Brockton, 
Richards & Brennan Co., Randolph, Mass. 


Sachs & Vigorith, Inc., Cincinnati, Ohio.. 
Saks, M. J., Shoe Corp., New York City.. 
Schwartz & Herder, Inc., Phila., Pa 
Shaft-Pierce Shoe Co., Faribault, Minn.. 
Shaw, M. T., Co., Coldwater, Mich 


Smith, Wm. Sumner, Chicago, Il 
Stacy-Adams Co., Brockton, Mass 


Star Footwear Mfg. Co., Phila., Pa 
Swan Shoe Co., Baltimore, Md 


=a Wearwell Shoe Co., New York 


Weinbrenner, Albert H., Co., Milwaukee, 


1s. 


Weiss, J., Shoe Co., New York City 


LEATHER AND OTHER MATERIALS 


Aliied Kid Co., Boston, Mass 

American Hide & Leather Co., Boston, Mass. 2 
Amer, William, Co., Phila, Pa....Front Cover 
Armstrong Cork Co., Lancaster, Pa 


Barrett & Company, Newark, N. J...3rd Cover 


Brown Company, Portland, Me 


Dewey & Almy Co., Cambridge, Mass 
Dimond Kid Co., Boston, Mass 

Dryden Rubber Co., Chicago, 

Evans, John R., & Co., Camden, N. J... .26 
Hubschman, E., & Sons, Phila., Pa 
Leather Co., Boston, 


Lawrence, A. C., 


Mass. 
Levor, G., & Co., New York City......... 2-3 
Lima Cord Sole & Heel Co., Lima, Ohio.. ; 


Northwestern Leather Co., Trust, Boston, 


Ohio Leather Co., Girard, Ohio 


& Vogel Leather Co., Milwaukee, 


Surpass Leather Co., Phila., 


Zapon Company, Stamford, Conn 
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Our Advertisers In This Issue 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 





Goodwin, C. L., & Co., Inc., Worcester, 
Mass. 


Beckwith Co., Boston, Mass Milbradt Mfg. Co., St. Louis, Mo 


Everett & Barron Co., Providence, R. I.... Rublack, Emil, New York City 


Segall & Co., Phila., Pa 
nk C., Co. I Brooklyn, 4 4 
a ad ~- nie I Shoe Form Co., Auburn, N. Y 


Pollinger, M. D., Co., St. Louis, Mo 


Tabular Rivet & Stud Co., Boston, Mass. 30 


MISCELLANEOUS 
United Fast Color Eyelet Co., Boston, 
Mass. 


United Shee Machinery Corp., —a Printing & Label Co., Cincin- 


‘ton, 
22-23, 56, 71 —_ i 
Hotel Dixie, New York City 
Hotel Lincoln, New York City 


Illinois College of Chiropody, Chicago, III. 
Kirsch-Blacher Co., New York City 


SHOE ORNAMENTS 


Simon, I., Co., New York City 
ed Slipper Supply Co., New York 


Reynolds Co., 
SHOE ACCESSORIES 


Imperial Spat Mfg. Co., Denver, Colo 


SHOE STORE EQUIPMENT oem S Gh, Tw Cae Ce 
Manolis Mfg. Co., Chicago, Ill 


Miller, O. A., Treeing Machine Co., Brock- 
ton, Mass. 


American Seating Co., Chicago, II] 


Dave's Display Decorations, New York 
Rauh, S., & Co., New York City 


Flexlume Corp., Buffalo, N. Y 





Williams Mf. Co., Portsmouth, Ohio.... 





GETTING MORE 
SHOES SOLD RIGHT 


BooT AND SHOE RECORDER PUBLISHING Co. 
239 West 39TH STREET, New YorK 
EVERIT B. TERHUNE, President 
WILLIAM M. LEBRECHT 
Vice-President and Treasurer 
Vice-Presidents 
H.WALTER SCOTT B.C. BOWEN HARRY A.CHASE CHARLES H. FURBER 
Secretary 
ARTHUR D. ANDERSON 


Directors of the corporation, in addition to 
the above-named officers: 
A.C. PEARSON HuGH M. BowENn P. M. FAHRENDORF 
OWEN A, THOMAS L. F. DutTTon R. L. SEWARD 
Division of United Business Publishers, ins. 











Branch Offices: 


St. Louis 
1627 Locust St. 
ROCHESTER 
115 Ellwanger and Barry Bldg. 


SUBSCRIPTION RATES 


The subscription — of the Boor anp SHor Recorper is $3.00 for one year, which includes 
age in the United States, its possessions and Canada. 
FOREIGN SUBSC RIPTION- The price to all foreign countries except the above is $10.00 per 
year including postage. 
All subscriptions are payable in advance. Single conier 25 cents 


BosTon 
140 Federal St. 
PHILADELPHIA 


CHICAGO 
Republic Bidg., State and Adams Sts. 


P CINCINNATI 
501 First Nat. Bank Bldg. 
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1201 Chestnut St. 





Next Meek 


you will find 
in the 


Boot and Shoe 
Recorder 


ITAL statistics on chain store 

operation and development are 
needed. We take six of the leading 
chains and indicate their path of 
progress and profit. We also check and 
double check on seven other chains, such 
important store practices as inventory 
shortages, cash shortages, acceptances 
of checks, personal security, manager’s 
bond, mismated shoes and “too shorts.” 
No such complete picture of chain 
store evolution has been heretofore 
given in the shoe field. There are many 
paths to distribution, so we define in 
this issue CHAIN STORE—a group of 
stores owned, operated and merchan- 
dised centrally—which is different from 
a BRANCH SYSTEM, in which a 
parent store with one or more smaller 
branches within a trading area is mer- 
chandised from the parent store. Let’s 
classify and qualifv, for once, the divi- 
sions of shoe distribution. 


AAA 


GAIN we give special consideration 

in next week’s issue to instock 
footwear, which plays such an exceed- 
ingly important role in the merchandis- 
ing of today. Correct size proportions 
are vitally essential for correct buying 
and profitable selling. This holds good 
for any shoe store, whatever its policies 
or methods. For the merchant who 
uses instock service the size problem 
becomes of paramount importance. We 
discuss it next week and _ portray 
graphically the experience of those who 
have given scientific study to this sub- 


ject. 
AAA 





| Viulco-Unit Box Toes 


Leading shoe manufacturers, the country 
over, have made this decision .. . 


To faithfully reproduce and retain that 
style so essential at the TOE of the shoe 
... the selection of Vulco-Unit Box Toes 
is always the right move. 

In the Vulco-Unit family you will find a 
Box Toe specifically designed for various 
types of footwear. 


_— 


Beckwith Manufacturing Co. + Statler Building + Boston, Mass. 
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